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A Crusader for Profit 


A Better Profit at Retail a Vital 


urgently needed by the entire 

shoe trade today. What ring- 
ing message can be sent out that will 
have the effect of emphasizing in 
every shoe man’s mind the para- 
mount necessity that progress 
can only be made through profit? 

These are some of the things 
that are in the mind of Anthony 
H. Geuting, President of the Na- 
tional Shoe Retailers’ Associa- 
tion, and a founder of that body, 
and for many years the outstand- 
ing prophet for profit in the shoe 
industry. 

Mr. Geuting has proved by his 
own business progress that the 
message he preaches in the fol- 
lowing two pages is the one safe 
and sure way to both profit and 
prestige. 

Veteran shoe men will remem- 
ber that fifteen years ago he 
preached the Geuting Rule of Six. 
Those were the days when mer- 
chants had difficulty in knowing 
what a mark-up actually was. 
Many small merchants could not 
figure percentages at all. The 
entire matter was confusing. 
Then he evolved his Rule of Six. 
Here is the way he explains it: 


Example: 
Shoes COSTING $3.60 add 0— 


S TRONG leadership is something 


Necessity—Geuting 


4800 divided by 6—$8.00 SELLING 
PRICE. 


It is understood that 40 per cent 
of selling price is the minimum 





ANTHONY H. GEUTING 


President, A. H. Geuting Company, 
Philadelphia, Pa. 


Representative of Retail Shoe Trade in 


National Chamber of Commerce 


Associate National Retail Shoe Representative 


in the War Industries Board 


3600. Twice President of the National Shoe Retailers’ 


3600 divided by 6—$6.00 SELL- 
ING PRICE. 


4800. 


Association 


President, The Market Street Merchants 


Association, Philadelphia, Pa. 


Shoes COSTING $4.80 add O0— Director, Philadelphia Chamber of Commerce 








mark-up for the average store under 
existing style conditions, it applies 
to shoe stores selling the standard 
staple footwear for men, women and 
children. 

Mr. Geuting followed his Rule 
of Six with his now famous Rule 
of Four: 

Geuting’s Rule of Four dealing 
with stock turnover suggests that 
one-quarter of the stock carried 
be sold every month, but to make 
this a scientific method which 
may be planned ahead, it is sug- 
gested that it be figured on the 
following basis: 


HOW TO WORK THE RULE 
OF FOUR. The dealer should 
first determine the number of 
pairs in stock at the end of each 
month. Divide that amount by 
four—compare that number with 
the number of pairs actually sold 
during the month and it will show 
him where he stands. 

Mr. Geuting now publishes in 
book form a remarkable document. 
We are privileged to run it com- 
plete in the following two pages. 
Its title, “‘The Curse of the Shoe 
Trade and How to Remove It,” is 
bound to capture attention. This 
is the day of the crowded eye, 
when there is so much to read 
that only the best catches atten- 
tion. We, therefore, emphasize 
and reemphasize the necessity of 
reading this message of his. 

It will do much to establish a 
new foundation for the industry. 
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The Curse of the Shoe Trade 


(and how to remove it) 


By ANTHONY H. GEUTING 


man cannot make a little worse and 

sell a little cheaper, and the people 
who consider price only are this man’s law- 
ful prey.” 

The pretty pass in which the retail shoe 
business of America finds itself is a sad 
commentary on the business acumen of the 
men who are running along year after year 
with little or no profit or at actual losses. 

The serpentine road to financial straits, 
to making only a hand-to-mouth living in 
the conduct of the retail shoe business, the 
road that leads on to constant harassment, 
to discouragement, and to final bankruptcy 
and failure, unlike the smooth and easy 
downward path that leads to moral obliquity, 
is a HARD ROAD TO TRAVEL; full of 
mires, bumps, hollows, ruts, unexpected 
twists, turns and sharp declivities that lead 
to the abyss. 

Why travel it? 

The road to service and success is a broad 
highway, well lighted, well paved; it has 
no speed limits, no traffic restrictions and, 
instead of toll-gates, it is dotted throughout 
its long expanse with pay stations. 

What is the curse of the craft? 

Not cut-throat competition, but rather the 
frantic effort to meet cut-throat competi- 
tion. Ruskin was right. It doesn’t make 
any difference how low you cut your price, 
some other fellow can cut under you. 

Therefore, why do it? 

Let the other fellow cut profits until he 
kills himself. Why join him in business su- 
icide? 

Why not ignore him? 

I say to you it can be done. I say there 
is only 10 to 35 cents difference in the price 
of a pair of shoes between a big loss and a 
fair profit for your busniess. I know it is 
no more difficult to sell a pair of shoes at 
$6.60 than at $6.50; at $7.25 than at $7.00; 
at $10.50 than at $10.00. 

I say it is wrong to sacrifice your profit 
to the vanishing point; worse still, it is im- 
moral to do business without profit; it is a 
criminal act deliberately to do business at 
a loss. ; 

Why? 


OHN RUSKIN said, “There is hard- 
ly anything in the world that some 
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Ruskin was right—primarily the cus- 
tomer suffers most. You cannot give the 
customer good shoes and good service with- 
out a profit. Sharpshooting competition 
looks-only to the present dollar, the one time 
sale. If you compete, you lose your cus- 
tomer, and the merchant who goes along 
calmly paying no attention to unfair com- 
petition but giving all his customers full 
value and good service keeps his customers, 
and if the sharpshooter does get them away 
for a time they always come back. 

A damaged foot, a sore foot, an aching 
foot reminds the customer at every step that 
he was a fool to desert good shoes for cheap 
ones, good service for no service at all. 

Again, it is criminal to do business with- 
out .profit because you are going to fail to 
pay your manufacturer the money you owe 
him; that’s immoral, and if you do a “nip 
and tuck” business you are going to become 
“slow pay,” and those with whom you do 
business will make your plight worse by 
souring on you and your credit. 

Making a survey of the shoe craft as a 
whole; it is conceded that the one immediate 
thing we need to cover the enormous detail 
that our craft entails is a little more pros- 
perity. 

When prosperity ceases to exist in any 
partibular business it tends to degenerate. 
Therefore, those interested in the integrity 
of he shoe business, who believe in its great 
service to the human family, are today much 
concerned in bringing about a more health- 
ful condition throughout the United States. 

Our craft should be conducted so we would 
be proud to know our sons and descendants 
would continue with what we have built up. 
The truth is that few merchants in the shoe 
retail business or manufacturing business 
care to train their descendants in a craft 
they know to be almost barren of even a 
hope for that measure of success which 
should be achieved under better leadership. 

One of the great causes for this unprofit- 
able situation is that, while markets change 
both as to raw material prices and the great 
gamble in short-lived style ideas, the shoe 
trade insists upon selling shoes at about 
the same profit as before the war and at 
about the same set prices. 
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So you find dealers throughout the United 
States insisting upon selling shoes at five, 
six, seven, eight or ten dollars, specializing 
at these prices, demanding more and more 
from the manufacturer to keep up the stand- 
ard of these prices, and then new and suc- 
cessful dealers come in to outbid them at 
their own game. 

Thus through the set price system every 
shoe retailer in the United States is liter- 
ally putting a noose about his neck. This 
noose is constantly choking off his profits, 
and year after year rolls by without show- 
ing him a net return that makes his paper 
bankable. 

Such dealers usually hope, year after year, 
by bettering the set price standard of value 
to the buyer to make the volume overcome 
its drawback, and since every other dealer 
is doing the same thing, he gets only his 
share. 

Worriment hastens old age, and finally he 
breaks in health and finds himself and fam- 
ily in despair. 

I have contemplated this situation for a 
great many years. When I engaged in busi- 
ness some twenty years ago, I determined 
never to have a set price for any shoes that 
I sold. I tried to buy the shoes intelligent- 
ly. Paid extra to overcome certain weak- 
nesses. Paid extra to make them more sub- 
stantial, more beautiful, more attractive and 
always marked the shoes at a price that 
would carry my expenses, carry the risk and 
yield me a net profit of not less than 5 per 
cent. 

This profit is two and one-half times 
greater than is made throughout the United 
States today in the retail shoe business, but 
it is only one-half as large as it should be. 

Every retailer in the United States should 
strive to make at least 10 per cent net profit 
in his business. The way to accomplish this 
is to ignore your neighbor’s prices, buy your 
shoes intelligently from good, reliable houses, 
see that your shoes are well balanced and 
well contrived to stand the strain and stress 
of the consumer in every detail of wear. 
Pay the extra costs then mark your shoes 
at whatever it may figure. I repeat you 
can get $4.25 as easy as $4.00, $4.75 as well 
as $4.50 and $6.60 as easy as $6.50, pro- 
vided you have the sizes, the widths, styles 
and the service that suit your trade. 


Has it ever occurred to you that if 
you arbitrarily mark your shoes at any- 
where from ten cents (for children’s 
and misses’) up to twenty-five and fifty 
cents for the adult shoes, that you would 
sell just as many shoes as you now are 
selling ? 


Copyright, 1927, Hancock Payne Advertising Organization 
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You may not have the courage to do so, 
but I assure you if you would, you would 
find that your sales would not decrease. 
Should the dealers throughout the United 
States succeed in getting ten cents per pair 
more for their shoes, it would bring to the 
shoe trade generally almost thirty-five mil- 
lion dollars extra money, a tidy sum that 
would create a different financial statement 
than that which exists today. It would also 
make your business one of encouragement 
and would substitute prosperity and coop- 
eration in our wonderful industry, to take 
the place of present discouragement, bring- 
ing dismay and often failure. 

If you have the courage to adopt this 
course, and if a majority of the N. S. R. A. 
would do likewise, a life line would be 
thrown to the drowning man, he would seize 
it and follow your leadership. 

There never was a time in the history of 
the shoe business when this message is so 
vital as today. Rapid changes in styles are 
creating a mark-down unheard of in our in- 
dustry. 

Neither the public nor the shoe man can 
judge the value of the shoe exactly, so this 
extra mark-up therefore can be had easily, 
since the buyer is willing to pay for good 
shoes plus good service. 

The value of the shoe to a consumer does 
not lie in the quality of the leather alto- 
gether, but depends upon good service, care- 
ful fitting. A ten dollar shoe for five dollars 
may be a bad bargain, yet a five dollar shoe 
for $8.50 may be a great success from the 
consumer’s point of view. 

In the long run, too, the leadership of 
the trade owes it to the public to conduct its 
business on a profitable basis, for an unprof- 
itable business never is a success, either to 
the consumer or those engaged in it. As I 
said before, every failure is a loss to the 
consumer. A successful basis for every line 
of business is necessary, and the most eco- 
nomical in the long run for the public at 
large. 


In other words, get an extra mark-up 
for value given, and thus your mark- 
down is insured against losses that must 
be taken in order to keep your stock 
up to date. 


Take the bit between your teeth witb 
courage and determination. In your ad- 
vertising sell your house as an institution 
—don’t merely sell shoes—sell service; don’t 
merely sell price, sell quality at the right 
price—don’t sell trash; don’t try to sell the 
pretension that you are doing what cannot 
be done, because this means ulimate failure. 
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Getting More Shoes Sold Righi 


Buy as You Sell 


6¢ F you want the summer to pass quickly, give 

a ninety day note the first of June” is what 
a national writer says. He also gives this fine 
piece of advice: “Be sure you are going to have 
the money in the bank to pay for the goods when 
the bill comes due.” Many a merchant gets an 


overchoked stock by “long terms” and “datings.” 


We serve the merchant best when we caution him 
to keep his business under his own control. 

A shoe merchant argues in favor of long time 
datings: “Why,” he says, “if I buy shoes in May 
for at once shipment and the manufacturer, or job- 
ber gives me until Oct. 1 to pay for them, does that 
not give me plenty of time to sell the shoes and 
pay my bills long before they are due?” 

Indeed it does, brother, IF— 

If the shoes all come in at once. If they do not 
linger along all summer. If they do not arrive 
in your store in lots that will be insufficient to do 
business with. If you get sizes and widths you 
need. If the big bulk of the shipment does not 
arrive along in August or September. 

Again, IF— 

IF you can sell enough of the shoes to pay the 
bill when it comes due. 

That is the biggest and most difficult IF of all. 

The man who obligates himself to pay a certain 
amount of money on any certain future date with 
no assurance of being able to meet the bill when 
due is surely courting disaster. Especially in these 


times of uncertainty and instability in trade. Obli-- 
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gating himself to pay a bill in October on the slen- 
der chance of selling enough shoes to raise the 
money is surely gambling with futures. 

Playing it safe is the only wise method. Bet- 
ter to buy on shorter time and be sure of the shoes. 
Thirty days net may sound like a short time to the 
man who has been doing it the other way, but it 
is safer and surer than long time dating and un- 
certain deliveries. 


Business Courtesy 


6é AY we have a reply to our several letters 

of recent date?” How often that message 
goes from one business concern to another. A 
man who is careless of his business correspondence 
is not considered a good credit risk by many man- 
ufacturers. Not only does he exhibit a lack of 
ordinary courtesy but he shows a certain disre- 
gard of good business principles. A letter from 
one business man to another deserves a prompt 
reply. It is a bad habit, easily formed, to neglect 
answering letters. Sometimes it gets a man into 
bad standing with those he depends upon for busi- 
ness favors. In these days of typewriters and 
stenographers there is no excuse for the habit of 
neglecting correspondence. Even though a man 
cannot afford to employ a stenographer he can buy 


a typewriting machine and in a short time learn ~ 


how to operate it. 


TRAVELING salesman, new in his territory, 
desiring to be helpful to the merchants he 
visited, offered some suggestions to one of those 
hard-boiled individuals who knows all about every- 
thing. This was the reception his suggestion met: 
“Young man, don’t come in here and try to tell 
me how to run my store. I was in this business 
before you were dry behind the ears.” And this 
was what the traveler was trying to tell him: How 
another merchant. had profited by putting in a cer- 
tain kind of hosiery display; how another one had 
advertised his sale; how another had displayed 
children’s shoes, and how still another had made 
a clean-up on certain styles and leathers. He was 
not trying to sell the hard shell anything. He was 
trying to do him a good turn. The rebuff he met 
will cause him to close up like a clam next time he 
calls—if he ever calls again. 


Something for Nothing 


T HE man who attempts to obtain anything 
without making a good and sufficient return is 


_chasing rainbows. Organizations or associations 


attempting to get free publicity in newspapers or 
magazines without an accompanying order for ad- 
vertising space only waste time. Publishers calm- 
ly view the press agents’ stuff and “throw it on 


the floor.” 
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The only successful world’s fairs have been 
those that appropriated substantial sums for ad- 
vertising. Even the moving picture people, the 
greatest free publicity seekers of modern times, 
find that they must loosen the purse strings and 
use the advertising columns of the papers. 

The time has long since passed by when the 
smooth talking advance agent of the circus or the- 
atrical troupe could talk an editor out of several 
columns of publicity in exchange for some conver- 
sation and a few passes. 

Promoters of propaganda or publicity should 
bear in mind the fact that publishers are in busi- 
ness to make money and that their columns are 
their stock in trade. You’ll have to cough up, gen- 
tlemen, if you get your story to the public. 


Ask Every Woman 


ALL it what you will — buyer’s strike, 

general dullness, unfavorable weather, or 
what not. It is a condition that must be 
faced. No use trying to gloss it over and refusing 
to see the thing that is as plain as the nose on the 
face. 

Why the conditions of today? It cannot be 
that we have too much money in the coun- 
try. It cannot be that prosperity has dulled the 
keen edge of business. It cannot be because the 
working classes are em- 
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Is it not possible that the great American stom- 
ach is overloaded with the sweets of style and jazz? 
Is it not probable that people have grown tired of 
so much color and fanciful design? (The present 
tendency to cling to black shoes is one indication.) 
Just as the candy and pie give the youth a bad 
time of it, so will too much of anything surfeit the 
buying public. 

Why not listen and hear what thousands of 
women are saying of shoes? A small amount of 
inquiry and investigation will be illuminating. Ask 
the woman—she only can tell. 


Reviving Art of Walking 


AKE no mistake about it—walking is being 

revived. A number of women have made 
challenges on their ability to walk a forty-mile 
stretch, and in time we will have marathons de- 
veloping by walking contests. 

Out of Long Island comes Marcus J. Birone, 
who hopes to walk around the world in ten years. 
Evidently as sergeant in the United States Army 
he did not see the world with the marines and 
wants to make up for it by his pleasant jaunt. 

He goes north across Canada to Alaska, across 
the Bering Straits to Siberia, then to China, 
Japan, Australia, Africa, Europe and home. 

Just so sure as any 





ployed at the highest ——— 7 one activity decreases, 
as for example, the 


wages ever known in 
the United States. 
What, then, is the 
cause of the present sit- 
uation? 

Has it occurred to 
you that the reason may 
be found in a very hu- 
man and everyday con- 
dition of the human 
mind? Is it not possi- 
ble that people have be- 
come surfeited with too 
rich a diet? 

Do you recall your 
childhood days when 
Christmas came with 
its attendant feasting? 
Candy, cake, pie, pop 
corn, rich food, excite- 
ment and an overloaded 
stomach? After the slogan. 
castor oil had done its 
work, you did not care 
for much in the way of 
sweets for many weeks, 

did you? 


we like the advertising. 








The ‘Reason Why 


SECOR-BUERGER, INC. 
Fond du Lac, Wis. 


We think the Boot anp SHOE REcoRDER is the 
best shoe trade magazine in the whole lot. 
We get many good and valuable ideas from it and 


In short, we just couldn’t live without it. 
Very truly yours, 
(Signed) H. E. BUERGER. 


Mr. Buerger’s slogan is “The Store of Service.” 
It’s a mighty good slogan and one that many 
other merchants might well copy and practice. 
The REcoRDER, in every issue, gives many actual 
cases of service profitably and practically applied. 
“Getting more shoes sold right” is our Service 
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manly art of fisticuffs, 
then we get the profes- 
sional athlete to take 
up that activity as a 
sport that brings in a 
financial return. The 
less walking the gen- 
eral public takes, the 
more it encourages pro- 
fessional walking 
matches, hiking clubs 
and foot work on the 
road. You may enjoy 
. seeing others do it for 
sport, but there is some 
hope that walking has 
not been entirely aban- 
doned for the pleasure 
and health it gives. 
The reason for our 
mention of this is that 
walking is a helpful aid 
to selling more shoes— 
encourage it, for your 
fall business can be 
helped by walking— 
walking—walking. 


President. 














BOOT AND SHOE RECORDER 











FDO WIE 





June 11, 1927 


In less than a decade Peru- 
gia has placed himself in 
the first ranks of the Paris 
bootiers. A. master crafts- 
man and a real artist. In 
the realm of creative art in 
footwear, a premier position 
is given to Perugia 


IDE WIPE ASy 


“. in the a Manner 


ERUGIA was among the first to realize that the 
shoe is a part of the ensemble. Once realizing this 


he established close connections with the leading 
couturiers in Paris and then proceeded to design shoes 
to fit into the prevailing mode of dress. 
Not content with making his shoes along distinctive, 
he has designed what is probably the most unusual shoe 


store in the world. If modern design, so-called, is a 
matter of geometric design, then he has gone the full 
limit. 

Perugia is a dynamo of energy, whose personality 
permeates and adds character to his surroundings. He 
is a constructive, as well as an artistic genius. 


His renovated shop on the Faubourg St. Honoré, 


Paris, is a masterpiece of imaginative decoration. Here - 


you find marble and gray stone, sharp lights and shades, 
with the new Alpina Reptile Skins all combined to accom- 
plish an astonishingly effective design, and forming a 
perfect setting for the superlative shoes on display. 
Six black marble columns hold up a curious ceiling, 


chaotic yet definite, a good part of which is angular 
frosted and etched glass lighting, conforming in lines 
and angles with the rest of the design. The lights seem 
to bring order out of chaos. The walls are soft gray 
stone over a base of solid polished marble in curious 
angular lines. The whole thing is set off by a double 
staircase at one end, severe, yet imposing, with intimate 
and lovely details. Expressing the spirit of the new 
Decorative Art Exposition in Paris, Perugia has adorned 
his mirrored doors and two comfortable armchairs with 
reptile skins. This motif adds a fitting touch of the 
latest modern style of decoration. 

The use of reptile skin has given Perugia, the master, 
a new field for his creative genius. His use of Lizards, 
Boas and Kalimankas, in an infinite variety of forms 
and colors and in combination with bags to match, adds 
a charming and unique touch of modernism. His use 
of serpent skins has changed a fad into a high style 
material for ladies attire. 


Light can be made to travel in 
as many ways as the facets of 
a diamond reflect. Perugia evi- 
dently took that idea for his 
unusual ceiling. As a result 
perfect lighting is achieved, al- 
though our picture does it scant 
justice. 

There is no question but what 
shoe stores in this country are 
finding a need for very different 
sort of a store interior. This 
one may go to the limit, but 
maybe there are some ideas 
applicable to American shoe 

store architecture 
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The crowded eye must be interested 
by something extraordinarily different 


in the window. Here is what Peruaig 


does to emphasise shoes, bags, and 

hosicry. His wildly vivid background 

catches and shunts the eye to the 
shoes below 


In speaking of his work, Mr. Perugia says that the primary basis of 


good shoes is sound 


construction of form and design. Decoration is 


secondary. A shoe should be constructed scientifically and logically, and 
decoration will come spontaneously. The harmony of color and line, he 
describes as a marriage, an inevitable mating of two arts that must come 
“Design,” he says, “follows form; and form is based on 


together. 


scientific construction.” 


of this artist of fine footwear. 


The use of modern art in window dis- 
play fixtures has come in with a rush 
im the shoe stores of this country. 
Lacquered boxes with or without indirect 
lighting thrown upon them, fancy divans 
and seats and odd-looking tables, all 
interpret new novelty settings used in 
merchandising 


America is to see him soon—the first visit 
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Yoskin Knows Kids 


But Calls Them‘ Juniors, Instead of Little Gents 





. vain in any dictionary. Even 
the trade itself uses terms that are 
obsolete. ‘It is time for a change in 
the classifications of juvenile foot- 
wear, and the leader in developing 
this new terminology is Maurice J 
Yoskin, chairman of the children’s 
styles committee of the National 
Shoe Retailers’ Association. 

At the recent meeting of the Joint 
Styles Conference in. New York, he 
made recommendation that the term 
“growing girls” as used to designate 
shoes 21% to 8 be thrown in limbo, 
and that the new classification 
should read: 


Children’s ........sizes up to1l 
Junior Misses’. ..sizes114%4to 2 
Misses’ ........ sizes 21%4to 8 


The last two designations replace 
the former confusing designations 
of Misses and Growing Girls. This 
is in recognition of the factor of 
style which has so largely entered 


HE special trade meaning of into the creation of shoes for the 
maybe sought in older. 


terms. create a 
more mature atmosphere than the 
former designations, as the Miss 
rightly objects to being deemed as 
growing girl, while her younger 
sister is honored with the designa- 
tion of Miss. 

The newer style element in Juve- 
nile shoes has stimulated greater in- 
terest among the: juvenile public, 
increased pairage, and has imbued 
buyer and selling force with renewed 
zeal in their service. It has, in 
short, expanded opportunity for 
profit. 

Now he comes forth with the sug- 
gestion, through the RECORDER, that 
there is a need of a change of classi- 
fication in boys’ footwear. Boys’ 
shoes have been the most neglected 
part of the juvenile business. He 
has put pep and ginger into the 
boys’ end of the business by calling 
them junior boys wearing sizes up 
to 2, leaving to the old lads the term 
boys from 2% upward. 


stimulated a lot of interest in the 
boys’ end of the business and sim- 
plified the terminology, because it 
eliminates such obsolete terms as 
little gents’, little men’s, and youths’. 

He uses the new terms in the clas- 
sification of his shoes in the store 
and in talking to the juvenile cus- 
tomers. There is no particular rea- 
son why the terms “little gents’” 
and “youths’” should be retained 
when they are not used generally by 
the public. 

The new classifications in boys’ 
shoes, therefore, read: 


Junior Boys’... .sizes ; “ 2 _" 
eer sizes 24%4 to 6 


Already the pioneering work that 
Mr. Yoskin has done with the manu- 
facturers of boys’ shoes has been 
approved and appreciated. Many 
manufacturers who make a complete 
run of boys’ sizes in addition to 
their men’s shoes are heartily in 





The Old Order 





For trade purposes, shoes are divided into a num- 
ber of classes with reference to size, such as infants’, 
children’s, misses’, women’s and men’s. The Ameri- 


can system of numbering runs from 0 to 13%, then. 


begins at 1 again. Infants’ sizes run from 0 to 5. 
Children’s sizes are. divided into two runs, from 
5 to 8 and from 8% to 11. Misses’ sizes run from 
11% to 13%, then back again to 1, 1% and 2, in 
the second series of sizes, which run on up into the 
men’s and women’s. Boys’ shoes run from 2% to 
5%, men’s shoes from 6 to 12, women’s shoes from 
2%to 8; larger sizes, of course, are made, but usu- 
ally on special orders, these being the usual stock 
size limits. The “little gents” run of sizes is from 
10 to 13%, this being a kind of special variation in 
children’s wear. 

In tabular form the sizes on shoes run as follows: 





Sizes Inches 
eae 4% 
peer 4% 
INFANTS’ } 2 °..!: 4 
0 to 5 i eeener 5% 
even 5% 
) Bosses 5 
CHILDREN’S | & -:--- 
anes 6% 
5 to 8 | "lac 6% 
CHILDREN’S B teens a 
(2d run) 8% to1l| 5; ***"* 7% | LITTLE GENTS’ 
YOUTHS’ AND is were ms” oe 
MISSES 8611 ..... 835 
11% to 2% ; eS. 9 
ae a 
; 4 :.... 9%! GROWING 
BOYS’ ic... 10 GIRLS’ 
2% to 6 | thet 10% 2 to 8 
eres 10% 
F Geare il 








This has favor of the new designation. 
Gives Way to the New Juvenile 
Classification 
Sizes Inches 
a 4% 
ee 43 
INFANTS’ ~~ 4 
0 to 5 aa a 
ce 
DF ite 
Qe 6 
CHILDREN’S 4 
5 to 8 ere 6% 
j 8... 625 
CHILDREN’S | % °°": 
(2d run)8% to11} 29 -***° 
aiid MISSES’ 
JUNIOR BOYS’ 3 i 11% to 2 
9 to 2 eneeere 
ereee "| 
ines 9% 
BOYS’ alee % JUNIOR GROW- 
ING GIRLS 
2% to 6 as 
eves 2% 2% to 6% 
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From Boiled Cod to Selling Shoes 


Boston’s July Show Will Be Just Ons Thing After 
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Another—All of Them Good 


Te shoe world meets here this 
year, July 5-7. The place of 
the big trade get-together is 
the new Hotel Statler. For the in- 
spection of the expected thousands 
of visitors, the grand ballroom and 
adjoining foyer will feature an at- 
tractive display of shoes, leathers, 
ornaments, and kindred products. 
On the ballroom stage, twice a day, 
an entertainment of a spectacular 
character has been arranged by 
John Murray Anderson, the cele- 
brated theatrical producer of New 
York. 

And right in the midst of things, 
for the entire day of July 6, the re- 
tail shoe merchants of the country 
will hold conferences. They will 
rub elbows with other prominent 
merchants from all parts of the 
United States, and will have an op- 
portunity to listen in on the more- 
profitable-distribution discussions of 
the best minds in America. 

Retail shoe merchants are cor- 
dially invited to attend these ses- 
sions. There will be interesting 
talks by leading retail shoe mer- 
chants, who will tell how they did it. 
Merchants are asked to pack up their 
problems and bring them to the con- 
ference to be aired, and completely 
ironed out. 

There are two very good reasons 
why the retail shoe merchant should 
come to attend the Boston Shoe and 
Leather Fair. 


ee 


eS 
~ 


-a busy place during July, and al- 


First: For the profitable mer- 
chandising knowledge he will ac- 
quire. 

Second: For the good time he will 
be sure to have. 

Historic Boston, with its fascinat- 
ing nearby seashore resorts, scenic 
beauties, and wonderful eats, is well 
worth a visit, and the hospitality 
committee will see to it that all are 
made thoroughly at home while here. 


NOTHER consideration is that 
the reduced summer excursion 
rates will be in force. Those who are 
located outside of New England 
should get in touch immediately with 
the nearest large railroad center and 
make arrangements to buy tickets 
to Marblehead, Mass. (the nearest 
excursion point to Boston). The 
fare on a return trip ticket is about 
one and one-half the regular one- 
way fare. Merchants should also 
get in touch with Thomas F. Ander- 
son, secretary of the New England 
Shoe and Leather Association, so 
that the facilities of Mr. Anderson’s 
office may be extended to them on 
hotel reservations. “The Hub” is 


ready hotel bookings give 
every indication of a record 
breaking crowd. There is no 
time to be lost in this direc- 
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tion by those planning to come. 
Those members of the trade in 
New England who are planning to 
attend the Fair, and especially re- 
tail shoe merchants of New England, 
should get in touch with Henry E. 
Hagan, secretary-treasurer of the 
Massachusetts Retail Shoe 
Merchants’ Association, 535 
Statler Building, Boston. Mr. Lg 
Hagan should be advised as ‘ 
to whether or not the trade of af 
New England wants to take { 
advantage of the reduced 
fares from all points in 
New England to Boston. 
The amount of this reduc- 
tion will be announced 
later, and full directions 
tions as to the way of ar- 
ranging for this reduced 
fare will be published. 
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(Conversation as overheard in 
a Chiropodist’s office.) 


6“ OOD morning, Doc- 

G tor, I have just re- 

ceived some bad news 

from Doctor Doe, my family 
physician. 

“‘My feet have been raising 
ned with me lately so I went 
to my good friend Doctor Doe 
and told him my troubles. 
After some thought the doc- 
tor truthfully said, ‘My boy, 
the best way to eliminate pain 
is to find the cause of the 
pain and then eliminate the 
cause. 
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Mr. Storeman Paysa 
Visit to Doctor Doe 


A Plea for Real Cooperation Among 
Physician, Chiropodist and Merchant 


By DR. C. F. SCHMIDTMANN 





TAIL shoe merchants can pre- 
vent foot troubles by proper 
fitting, but they should not undertake to 
cure long established foot ills without con- 
sultation with men who have had special 
training on that line of work, such as chi- 
ropodists and podiatrists. 
is the argument of the author, Dr. Schmidt- 
mann, secretary-treasurer of the Nebraska 
State Association of Chiropodists. 

“You play with us,” says the author, 
“and we will play with you, not with the 
idea of benefitting ourselves, but with the 
much higher ideal of benefitting the 
human race.” Dr. 
chosen to put his plea in interesting fic- 
tional form. 


This, in brief, 


Schmidtmann has 


brothers put together. 

“Here is the place, Doctor, 
that gives me hell. I hurt 
this foot one time in college 
doing a broad jump. I limped 
around for about a month on 
that foot before it got well, 
and ever since then, whenever 
I dance more than three 
dances in a stretch it would 
hurt. It always hurts when 
I climb around on the ladder 
in the stock room, and this 
darn toe gets so sore every 
once in a while that I could 
almost yell. In the morning 
I have an awful time getting 
started, my feet hurt so right 
here. My back also hurts badly 
at times. My thighs and the 
calves of my legs are so tired 
at night that I can hardly 
sleep. These joints hurt too, 








“*You say that you are 
working twelve to fourteen 
hours per day on a wooden floor, 
standing or walking all of the time? 
Well, my boy, you are asking a lot 
of your feet and body and you should 
change your position at once and not 
ask so much of the frail machine that 
you are driving. 

“*T will also suggest that you go 
down the hall and see Doctor Foote, 
a chiropodist who has taken care of 
several of my patients’ foot condi- 
tions; it will be good to have a talk 
with him.’ 

“So here I am, Doctor, telling you 
the same troubles that I told Doctor 
Doe and believe me, Doctor Foote, it 
about makes me sick to receive the 
verdict that I should change posi- 
tions. I have worked for eight long, 
hard years to climb to this position 
as assistant manager of this store 
and my chances are the best to be- 
come manager next year. Now here 
I am, so close and yet so far away. 
In fact, I am lost and discouraged. 


I have studied and worked to know 
about this job in which I have ad- 
vanced, and now I must start out and 
look for a new job that I know noth- 
ing about. On top of all that, I have 
just bought a new home and we have 
a new baby and the wife isn’t doing 
any too well. 

“There is just one thing about it, 
Doctor, I just won’t give up and it’s 
up to you to keep this wreck going.” 

“Well, Mr. Storeman, I am glad of 
your confidence in me and really that 
is half of the battle. Come in to the 
next office and we will remove your 
shoes and hose to see what we can 
do for you.” 


OCTOR, I have another pair of 

shoes at home that are much 
more comfortable than these I am 
wearing, but they are all worn out. I 
wish I could find some socks that 
wouldn’t wear out at the toe; I think 
I buy more socks than both of my 


and sometimes my feet swell.” 

“Well, Mr. Storeman, I rather 
think we may be able to help you 
some if you are willing to follow di- 
rections to the letter.” 

“O. K., Doctor, I’ll do anything you 
say but quit the job.” 

“What size socks do you wear?” 

“Size ten, I guess, but they are 
big enough, aren’t they?” 

“We are going to try a size eleven 
and a half for the future. And now 
I want you to go over to your shoe 
store where you usually buy your 
shoes and have the salesman call me 
up. That will be all for today. See 
me again tomorrow morning at ten 
thirty.” 

At the shoe store the conversation 
ran like this: 

“Good morning, Mr. Shumacher, 
Dr. Foote wants you to call him up 
about some shoes for me.” 

“Very well, Mr. Storeman, I have 
the doctor’s number back here on the 
wall.” 
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“Hello, Dr. Foote, Mr. Storeman 
is here for a pair of shoes; what is 
your suggestion, Doctor?” 

“T would fit Mr. Storeman with a 
straight inner line, and a rather 
swing last, allowing sufficient room 
for a pronounced elongation, in fact 
I think the shoe that you brought to 
my office the other day would be a 
good shoe for Mr. Storeman.” 

“Yes, Doctor, that shoe is a new 
one with us and is generally liked by 
most Chiropodists and Podiatrists. 
Very well, thank you, Doctor. I will 
send Mr. Storeman over to show you 
these shoes before he wears them. 
Oh, yes, Doctor, A Mrs. Brown will 
be over to see you about some kind 
of a condition on the bottom of her 
foot.” 





“Thank you, Mr. Shumacher. Good 
bye.” 


* * 


“Well, here I am, Doctor, with my 
new scows. Gee, but that shoe sales- 
man fits ’em big; I never wore such 
a big shoe in my life. How do you 
like them, Doc?” 

“Fine, Mr. Storeman. I think they 
will do fine. Did you get the size 
eleven and a half hose?” 

“Sure did, Doc.” 

“Very well, then, let me give you 
a simple treatment. Now Mr. Store- 
man, I want you to go to your dentist 
and stay with him until he has your 
mouth in condition and then I want 
you to go over to Doctor Head this 
afternoon and tell him about your 
general health, and then see me day 
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after tomorrow for your next treat- 
ment. Do not wear any other shoes 
but these new ones and rest your feet 
whenever you have a chance.” 

(Three days later.) 

“Good morning, Doctor Foote, I 
feel a heap better. Doctor Head 
gave me some medicine. The dentist 
pulled one of my teeth and said he 
could save the other two. Do you 
know, Doctor, since you _ pulled 
around on that foot the way you did 
I haven’t had a bit of pain. I think 
that electricity is sure the stuff and 
my wife said she always thought 
that my socks were too short. 

“You say you think about five more 
treatments? Well, that’s not so: bad 
if I continue to improve in the fu- 
ture as I have since last week.” 

[CONTINUED ON PAGE 78| 


When Bigger Feet Are Fitted— 


EORGE P. GOLDEN and T. 

W. Beagle are a couple of 

real shoe buddies, so when I 
was in Jacksonville, we three had 
lunch together. But we three didn’t 
agree, for right off George got after 
T. W. about the way the department 
stores in general handle unjust 
credits. T. W.’s alibi was that he 
had nothing to do with the allow- 
ance problem, that the store main- 
tained a separate department that 
handled all such claims, so it was en- 
tirely out of his hands. Here is the 
gist of George’s story: 

“We are in an age of style and art 
in shoes and not durability. 
Nearly every shoe man is build- 
ing his business on the wrong 
basis because through his adver- 
tising he is educating his cus- 
tomers to expect too much store 
service and too much shoe dur- 
ability. A woman is sold a $100 
dress that she wears only on a 
few occasions. She is told and 
knows that it is a delicate piece of 
merchandise, so if the gown is 
snagged or is too tight she is not 
likely to complain about it. 

“But when a 185-pound woman 
buys a pair of light, thin kid pumps, 
that have a turn sole and 20/8 heels, 
she is sure to register a kick when 
the shoes do not keep their shape. 
What shoe could keep its shape 
under such circumstances? The cus- 
tomer herself is not absolutely cer- 





(With apologies to the Buick Motor Co.) 


By Harry R. Terhune 




















She should not expect durability in 
a light-weight shoe 


tain that the shoes fit her perfectly 
when she buys them, neither does 
the trained expert who sold them to 
her know what her idea is of a cor- 
rect fit. And it is seldom that she 
takes his advice as to the proper last 
and size. She just picks out what 
she thinks is a pretty pattern and 
the smallest size that she can 
stand. 

“So how can a store advertise 
‘perfect fitting’ and ‘perfect com- 





fort’ in shoes of this type? We are 
just making the trade harder to 
satisfy all the time. One cannot 


get the maximum amount of style 
and comfort in the same shoe. To 
prove this, look at the great num- 
ber of refunds, exchanges and ad- 
justments that every high-grade 
store is compelled to stand for 
every day. This is in spite of the 
fact that we all employ the most in- 
telligent salesman we can get. 

“I believe in treating the trade 
right, but when they buy the deli- 
cate, perishable type of shoes, they 
should be taught to expect less 
rather than more. If all mer- 
chants would talk something 
like this, it would help to 
clarify the situation: 

“*You are buying style now 
and not durability. These ex- 
treme high heels and this light 
material cannot possibly hold 
their shape. The responsibility 
of fits rests entirely on you, as 
you can te!l how this shoe feels much 
better than we can.’ 

“No article gets the wear or abuse 
that a shoe does and yet the dear 
public is daily advised that we shoe 
merchants will rectify any fancied 
wrong out of our own pockets. The 
merchants themselves are at fault for 
this attitude of the public’s, for 
they tell them ‘You must be satisfied,’ 
and not ‘we will gladly adjust any 
justifiable complaint.’ ” 











30 


BOOT AND SHOE RECORDER 





June 11, 1927 


What Is Selling at Retail 


Covering the Entire Country in a Style Survey 


Giving Positive Information 


T. LOUIS—The white season has 

opened with unusual strength, 
better than many merchants antici- 
pated and certainly stronger than 
whites were ordered by a majority 
of merchants. One organization, 
operating a chain of twelve stores, 
gave figures showing more white 
shoes sold at this time than a year 
ago. With optimistic reports of 
this character at this early date, a 
shortage on whites before the mid- 
dle of June is predicted. Practically 
all whites are plain shoes. A few 
pairs are seen trimmed in black and 
white designs, but these are few and 
far between. 

Red shoes are better than fair. 
One of the smartest shoemen, oper- 
ating a fine store, when questioned 
answered, “I certainly wish I had 
more of them.” They are selling 
well in sandal types. A $5 sale in a 
large store on sandals of all colors 
was dominated by red, which was 
completely cleaned out. Black 
trimmed with red ran a good second. 

The first white window trim of the 
best store in the city displayed fif- 
teen pairs of white shoes, two pairs 
of red kid and a pair of red satin. 
This is unusual, as the style selec- 
tion of this store is ultra-conserva- 
tive. 


TLANTIC CITY—Most shoe 

merchants here try to style their 
shoes differently from home town 
stores, in an attempt to inveigle the 
visitor into buying an extra pair or 
two. Consider this in reading the 
following. When vacationists swing 
into the spirit of the Boardwalk 
they will satisfy their newly awak- 
ened desire by buying white shoes, it 
is hoped. This will mean that many 








Sandals promise to be good through- 


out the Summer season. This pat- 
tern has been worked up in patent, 
rose blush and gray, and sells for 


$8.50 at Mandel’s, in Los Angeles 


pairs of white shoes will be sold here 
this Summer, provided the stores do 
not start sales right after the 
Fourth. No one shoe or pattern may 
be designated as “hot,” as all kinds 
are being purchased, from operas to 
oxfords and from blacks through 
the browns, grays to whites. 

Myer Marx, Herman Fisher, 
Daniel Megonigh, A. Klein, George 





Whites have begun to move, even 
in the North, where there has been 
comparatively little warm weather. 
This shoe was chosen from the line 
of the Thayer McNeil! Company, of 
Boston. Of white kid, selling at $16 


Barnet and Louis Shapiro all agree 
that colored kids are getting 
stronger, with parchment and water 
lily in the lead. Some of the stores 
feel that the reds, blues and greens 
will carry through the summer in 
grades from $10 and up. Patent 
pumps are being taken to by some of 
the better trade as an extra pair in 
contrast to the colored kids already 
owned. Preis is having a good run 
on a genuine ostrich at $12.85. 

Black satin and patent leather are 
selling fairly well down Atlantic 
Avenue, but on the Boardwalk the 
sales on these have fallen off 75 per 
cent in the last two weeks. Colors 
have increased in like proportions in 
the latter thoroughfare, and are get- 
ting better every day, as are the 
snake skins. Whites, from all white 
to white and black, are commencing 
to show action, according to Saks, 
Kil-Mar and I. Miller. 

Wm. Ebberts of Saks’ believes that 
black and white will outsell solid 
whites in his shop. Bear in mind 
that these shoes retail at $22.50 
and up. 

Sport and sportive shoes for men 
are beginning to sell in fairly large 
quantities. The Walk-Over, Hanan, 
Singer, Blatt and Boston stores are 
all getting fair action on the all 


white, brown and white and black 
and white oxfords. Conditions here 
are about the same as elsewhere in 
regard to colors and the lessening of 
the call for the collegiate effects is 
felt. The black tendency seems to 
be creating the sales of more pairs. 


ASHINGTON, D. C.—F. Ja- 

cobs, assistant shoe buyer of 
the Hecht Co., returned recently from 
a style conference at the I. Miller 
factory. Contrary to many predic- 
tions, Mr. Jacobs does not anticipate 
selling a great many light colored 
shoes this Summer, and contends 
that the straw sandal and Deauville 
have usurped their place. Mr. Ja- 
cobs pointed out that though spike 
heels continued in vogue, they were 
considerably lower, while evening 
slippers boasted a new version in 
black velvet with a _ rhinestone 
studded vamp that would make a 
special appeal to Washington women. 
Black is believed to be the dominant 
color for fall, with brown running a 
close second. 


ENVER—The Florsheim store 

is still selling novelties in men’s 
shoes and, as there is no slowing up 
of the demand, their popularity may 
continue indefinitely. ‘The call for 
gray in alligator trim is really sur- 
prising,” said V. J. Linneman, man- 
ager. “Denver ordinarily is con- 
servative in styles and fights shy of 
new innovations, but new models 
have gone across big. The call for 
black shoes during the Winter and 
Spring has been unusual, and con- 
tinues in spite of the near approach 
of Summer. Just now feather- 
weights are moving, and they are 
moving fast. This year there was 





Reptile trim contrasting with light 

kid is also good. Low heels are 

seen more and more. This is one 

of a number of popular numbers 

sold by D. H. Holmes & Co., 
New Orleans 
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no gradual starting up; the demand 
seemed to come upon us full force 
from the start, jumping right into 
the season.” 


EW HAVEN, CONN.—In New 

Haven, the stores generally are 
selling more blacks, particularly pat- 
ent leathers and patent !eather com- 
binations. Sidney Stokes, manager 
of the Walk-Over store here, believes 
that as soon as the weather is right 
it will be more conducive to buying 
the lighter colors; that people have 
to be in the mood for it, and weather 
we have had so far has not been such 
as to put them in that mood. He 
mentions the leading patterns sell- 
ing as being the plain, or one-strap, 
with fancy ties coming next. He 
says that if the merchants will only 
have patience and not stampede, they 
will get their money out of the 
colors. But if they begin to feel 
afraid and cut the prices it will 
cause a lot of trouble for everybody, 
for it will kill the trade. The mo- 
ment that the women in the street 
see that the merchants are getting 
rid of any particular type of shoe by 
reducing prices, they say: “I don’t 
want them. They’re going out.” 

In the Nettleton Shop a little win- 
dow placard catches the eye: “The 
only thing dearer than a pair of good 
shoes is two pairs of cheap shoes.” 
Their best seller in men’s shoes is 
one with the plain soft toe. Patrons 
seem to think it more comfortable 





This is the profile view of the shoe 
shown in the Mayer Israel adver- 
tisement 


looking, especially the college trade. 
It is generally a best seller in college 
towns and in the East. 


ITTSBURGH—H. W. Largent, 

shoe department manager for the 
Bedel Co., finds that a black patent 
leather sandal which they featured 
at $6.90 has taken exceptionally well 
with the public.. In his opinion, pat- 
ents are leading and he believes it is 
quite probable that black patents 
will prove quite popular during the 
summer months, in contrast to the 
demand for light colors. At the 
same time he does not feel that white 
shoes will be much in demand during 
the same period, due to the fact that 
so many of the light shades now be- 
ing featured approach so closely to 
white. 
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NOXVILLE, TENN.—H i gh 

colors are still selling well, ac- 
cording to J. E. Bryant of the Pea- 
cock Shop, with reds better than 
blues. A new sandal in both red and 
blue kid with a strap fastening with 
a harness buckle promises to be a 
popular number. This model will be 
ordered also in white kid, Mr. Bryant 





Mayer Israel & Co. 





THE BLIMP 


A New Oxford 


for Young Men 


Here is a new Summer oxford designed 
by Selz especially for young men. Its 
smart lines and roundly modeled soles 
and heels give it an unusually smart ap- 
pearance. Solid leather construction 
throughout insures a long life of satisfac- 
tory service and it is possibly the most 
comfortable shoe that we have featured 
this season. It sells at a young men’s 


price, too. 
$$ -50 


Other Selz Shoes $6 to $10 
NEW ORLEANS’ GREATEST STORE FOR MEN 


TTT TTT 





Even in the summer-weight shoes 

the wide-toed last persists in tts 

grades. This is a “hot number” 

featured by Mayer Israel & Co., 
New Orleans 


says, believing that white is coming 
in stronger than most merchants ex- 
pect. 


OLUMBUS, OHIO—Joseph M. 

Ryan, manager of the ladies’ 
shoe department in the Fashion, 
speaking of the trend of styles in 
ladies’ footwear, said: 

“Colored kids, with parchment, 
rose blush and light gray, are the 
best shades, There has not been 
much change since the start of the 
season except that colored kids are 
supplanting patents to a certain ex- 
tent. The medium lasts and oft- 
times the round toed French models 
are in vogue. As to heels, the range 
is from 12/8 to 21/8. The average 
height is 16/8, although for certain 
styles of shoes the higher pointed 
heels are selling briskly. Patent 
leathers are still good, however, and 
they are sold in one-strap effects 
and ties.” 
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ALTIMORE, MD.—Since the ad- 
vent of warm weather, shoe 
stores of Baltimore are experiencing 
a satisfactory demand for their new 
summer modes. Slippers of white 
kid with blue and red lizard trim- 





The Steigerwalt Boot Shop, Phila- 
delphia, finds that the average well- 


dressed business man likes this 
plainer model at $10 in Russia calf, 
in black calf, and in waxed calf 


mings, and others of similar leathers 
and trimmings are in fair demand, 
and if indications materialize they 
will be the feature of the local sum- 
mer season. 

Spring models are also moving sat- 
isfactorily, but these are now being 
offered principally at reduced prices 
for clearance. 

Sports models of white and com- 
binations featuring the sports con- 
ception of a low heel are evincing 
interest. Sandals are proving to be 
a good seller, especially among the 
flapper types. 

Local stores, especially the exclu- 
sive men’s shoe stores, are featuring 
the new summerweight shoes, some 
of them having attractive window 
displays. Some of the stores in their 
displays have feathers stuck in the 
models, while one store is known to 
have a display of white feathers in 
a glass case. This is being done to 
impress on men that the summer- 
weights are virtually as light as 
feathers, and will give a maximum 
of comfort and satisfaction. Both 
the tans and blacks are offered in 
these types. 


EW ORLEANS, LA.—Sport 

shoes for men have not been 
selling as well as they should, accord- 
ing to Ralph Levy, of the Pokorny 
shoe stores. He is of the opinion 
that it is because of the location of 
his store, he being located on St. 
Charles Street, where the business 
men pass, but men who think more 
of pleasure than business do their 
shopping on Canal Street, and these 
stores do more of that business. 

The opinion of Mr. Levy is borne 
out by the reports of the stores on 
Canal Street, the merchants there 
reporting good sales in sport shoes 
in combinations of colors. 

The Imperial shoe store reports 
the sale of sandal effect shoes for 
women. It looks as if these shoes 
are coming back. 
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The Death of the Bargain Hunt 


There’s a Better Way of Getting Volume 


OW can a store get away 
from the special day sell- 
the bargain 


ing and 
hunt? When a store has been 
indulging in “shopping days” 


and reducing prices on certain 
days of the week, how can it get 
its patrons back to the safe and 
sane track of even buying at 
regular prices? 

It will be a hard job and a job 
that will require some careful 
thinking as well as some real 
money invested in advertising. 
But it has been done and it may 
be done again. 

First of all, the women must 
be taken into your confidence 
and told the plain truth about things. 
You will have to tell them that you 
are discontinuing all bargain events; 
that you have found them to be un- 
profitable not only to you but to your 
customers. Plain speaking will be 
needed. Here is a suggestion for 
the opening gun: 

“To our friends who have favored 
us with their regular patronage in 
the past, we have this announcement 
to make. We are discontinuing all 
so-called bargain sales. We _ shall 
never again enter into any arrange- 
ment whereby we offer certain shoes 
at reduced prices simply to swell our 
sales on any certain day of the week. 


66 ARGAIN days attract to this 

store a class of people who sel- 
dom enter our doors at any other 
time. They come in only to take ad- 
vantage of our special offerings. They 
crowd our regular customers out. 
They overrun the place and upset 
things in their hunt for bargains. 
After they have bought shoes at the 
reduced prices they go away and we 
never see them any more. We pro- 
pose to put an end to this disagree- 
able condition. From now on this 
store will be a flat price store—that 
is to say, we will sell shoes at regu- 
lar prices and nothing else. That 
means that we will sell you shoes at 
the lowest prices possible and give 
you the quality and style you de- 
serve. You know that a merchant 
cannot remain in business unless he 
makes a profit. We do not want the 
earth. All we want is a living profit 


By R. L. Prather 


This is the second of a series of three 
articles by Mr. Prather, based on certain 
outstanding difficulties with which most 
retail shoe merchants find themselves 
confronted. In the first article, pub- 
lished in our last issue, Mr. Prather 
took vigorous exception to the host of 
special selling events by means of which 
many stores are in the habit of swelling 
their volume at the expense of net 
profit. In this article he argues that 
these are unnecessary. Realizing, how- 
ever, that the public has been educated 
to them, he points a way out, blazing a 
trail for those who care to follow— 


paper and use it every day to 
advertise shoes at legitimate 
prices. On Monday afternoon 
offer a shoe for Tuesday sell- 
ing. On Tuesday offer a shoe 
for Wednesday and so on 
through the week with the ex- 
ception of Saturday. It will not 
require much space. Six inches 
by two columns will be ample. 
Keep that up for a while and 
see how well it works. You will 
find that your advertising ex- 
pense will decrease in propor- 
tion to your increased sales. 
It has been proved by mer- 


Editor’s Note. 


—a living wage. We cannot have 
either if we continue these so-called 
bargain events. 

“We ask you to come in and talk 
it over with us. See what we have 
to offer you at legitimate prices. 
Look into our quality and see how 
well it corresponds to the prices we 
ask. Take advantage of the better 
service we can give when the store 
is not overrun with bargain hunters. 

“From time to time we will make 
offerings to our regular trade in the 
way of special goods we want to dis- 
pose of at reduced prices. These 
offerings will be presented to you 
privately by mail so that you may 
come and buy them in comfort and 
get perfect fittings and the kind of 
service we propose to give with 
every purchase. Each day we shall 
advertise shoes in the paper for the 
next day’s selling. These will be 
regular shoes at regular prices. 
They will be worth the money we 
ask for them. Get the bargain idea 
out of your minds as far as this 
store is concerned. There is only 
one genuine bargain, and that is a 
good shoe, well fitted, at a price that 
will allow us to live and you to ob- 
tain your money’s worth. See our 
advertisement tomorrow and the 
next day and the day after that and 
so on.” 

The above is only a suggestion and 
may be better worded and abbre- 
viated. It is frank and to the point 
and will convince most women as to 
your sincerity. 

Now, buy some space in the best 


chants who have tried it. 

When you make a sale to a 
strange woman get her name and 
address. Tell her that you are go- 
ing to send her some special offer- 
ings by mail from time to time. Ex- 
plain that every store has certain 
lots of shoes that must be closed out. 
Make it clear to her that you do not 
favor bargain sales and cut price 
merchandise but that you occasion- 
ally have some shoes that need to be 
cleaned up. After you have obtained 
a good mailing list by getting the 
names of all customers, old or new, 
begin a monthly or quarterly cam- 
paign to clean up stock by means of 
direct by mail offerings. Try this 
sort of a message to your mailing 
list: 


66 EAR Customer: We have a few 
shoes on hand that will be dis- 
continued when the last pair is sold. 
They are good shoes, right up to 
now in style, excellent quality, and 
we guarantee a fit or no sale. Next 
Thursday, beginning at nine o’clock 
in the morning, we will offer these 
shoes at greatly reduced prices just 
to move them quickly. We want you 
to have the benefit of this reduction 
because you are one of our preferred 
customers. Come early and _ take 
your choice. This sale will not be 
advertised in the newspapers so you 
may not fear being crowded by bar- 
gain hunters.” 
Then in a specially printed sheet, 
illustrate and describe the shoes. 
You can improve the wording of 
this. Make it as personal and con- 
vincing as you can. Put your own 
[CONTINUED ON PAGE 78} 
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1837 x NINETY YEARS OF CX 








SEE OUR EXHIBIT 

AT HOTEL STATLER Yo ‘sy 

BOSTON STYLE SHOW Oe be ey ss 
Yay AS , 

JULY 5. 6,7 ete Waec s 






SIZES 2 TO 12 

WIDTHS, B,C, D, E,f 

CHOICE, OXFORD OR 
ANKLE PATTERN 


THE REAL MONEY IS IN RETAILING RAJAH 
“UNVULCANIZED” CREPE RUBBER SOLE 
CANVAS SHOES 


Your customers will notice something very dif- 
ferent and delightful in these shoes. Immediately 
their state of mind becomes agreeable to a purchase, 
regardless of price. Even those not “shoe wise” 
size up Rajah Unvulcanized Crepe Rubber Sole 
Shoes correctly at a glance. Instinctively they sense 
the fact that such shoes possess advantages to them 
beyond price. The more these shoes are worn the 
more solidly sold the purchase becomes. This means 
repeat business and increased profits. 


LISHE, 
Pe D 46 


ALFRED HALE; 


MANUFACTURERS OF 





To tHe multiplied opportunities for business on 
the strength of their sales’ appeal, you can capitalize 
these strong exclusive features. Unvulcanized crepe 
rubber soles, a run of sizes and widths to accom- 
modate all in the family, Rajah scientific lasts which 
improve fit, assure comfort, increase body support, 
and guarantee best possible service. The Rajah cork 
inserts are an additional feature, new in unvulcan- 
ized crepe rubber soles. Ask us to tell you more 
about a canvas shoe beyond compare. 


\RUBBER CO. 


QUALITY PRODUCTS 


ATLANTIC, MASS. 








HEELS x -™< ™® SHEETS x x 


SOLES x x x CANVAS SHOES 
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A LAST MADE FOR THE HEEL 7? 4 
A HEEL MADE FOR THE LAST 


Properly leveling the foot and perfecting the fit at 
all points. 





' C.H. ALDEN COMPANY .-.- - aBiNcTON, MASS. 


Boston Office: 10 High Street 
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THERE’S LUCK IN ODD 
NUMBERS! 


EVEN lucky eyelets dis- 
tinguish this oxford, giv- 

ing it the stately new high 
front now so much sought for. 
The 18/8 full Louis heel also 
heightens this skillfully cut-out 
oxford, making it a saucy com- 
panion to the black bottom and 
composé hosiery now in vogue. 
The name of the shoe is 


Lady Luck. 
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Making the 
attractiveness 
of 
HUB GORE 


a fact 


HUB GORE MAKERS 
TX Branch of EVERLASTIK, Zne. KE 


CHELSEA,MASS «- 1107 BROADWAY, N.Y. C4 
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Among our 
most valued busi- 
ness relationships is 
our cooperation with the 
Hamilton-Brown Shoe Co. of 
St. Louis. 


What RUBY KID is doing in their SUN- 
LIGHT factory to help them maintain a constant 
high degree of uniformity and excellence in their black 
kid shoes is a most effective example of how tanner and 
manufacturer can render true service to the public 
through the medium of the shoe merchant—with 

constantly progressing success. 


John R. Evans & Company 
Camden, 'N. J. 


‘ tandardize on 
Evans Brands 





Jur 
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No. 7554 Ruby 


Kid, AA to C 


Widths. Price 
83.75 


No. 7107 Ruby 
Kid, AA to D 
Widths. Price 

$4.15 


No. 7452 Ruby 
Kid, AAA to E 
Widths. Price 

$4.60 





We use RUBY KID 
because it heips us teach 
our customers to expect 

the same quality in 

every pair of Ham- 
ilton-Brown kid 
shoes. 
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If you tell them BETTER—you sell them MORE 


In these days of smart footwear, beautifully styled, your windows need the 
smartest kind of selling messages and the strongest of selling copy. 


Nine women in ten shop from window impressions. Your windows will either 
sell them or they won't according to the kind of selling spirit that’s in them. 


The REcoRDER’s NEW and IMPROVED “Selling Messages” are smart and 
full of real selling punch. 


They will “talk business” for you all thru the day and long after you’ve locked 
your door and gone home. 


Designed and created by RECORDER experts they have the seasonal authority of 
style and colors that you need today. 


A truly individual and effective window salesman 




















June 11, 1927 


BOOT AND SHOE RECORDER 














-but Different! 


“SS elling Messages” 


Windows 





Here’s what the service is: 


We looked a long time and discarded many types of 
easels before we selected the beautiful polychrome two- 
toned ones which are a part of this service. 


With your first shipment of cards you receive four 

easels either in silver or gold with your store initials 

hand embossed in the oval against a dark background. 

different shaped card each month q U 
. full of peppy selling mes- 


sages and every two months 100 p= 
month 


Every month you receive eight 
hand designed cards similar to 
those reproduced above with a 


special blank price tickets. All for 


Recorder Show Card Dept. 


Chicago, IIl. 


189-W Madison Street 





ere ee eee eet tied | 


MAIL THIS COUPON TODAY 


RECORDER SHOW CARD DEPT. 


189 Madison Street 

Chicago, Illinois 

Please send me the “Selling Messages” 
for one year. I agree to take this service 
for twelve months and will pay for it at 
$4.00 a month. 

I prefer the (silver) (gold) easels. 


This store carries men’s, women’s and 
children’s shoes and hosiery. (Cross out 
lines not carried.) 


NQMC occ ccccccccccs 


RIE? 0:4 sc cgmen pitts athens se ehnemaeie 


Please put following initials on easels.... 
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HARDYVHIDE sets 
the st; fer all 








Number 964—Our Top 
Grade Tan Retan Blucher 
made from HARDY-HIDE 
IN STOCK B, C, DE#E $3.50 






NORTHWESTERN MAKERS OF 
DEPARTMENT e ff THE FAMOUS 
CRADDOCK LION BRAND 
EVERY DAY 


TERRY 
COMPANY SHOES 





IMMEDIATE IN STOCK SERVICE FROM 
routs ie a Shoe Cup, Sain, Wis. Paar Tony Company . . inl Ce 
rf m . « Lynchburg, ‘ M. 
Craddock-Terry Guner ws Baltimore’ Mantland Zion's Co-op. ioe. Inst. - <— Lake City, Utah 
Carried under noe trade names by: 
McElroy Sloan Shoe Company . St. Louis, Missouri 


George D. Witt Shoe Guser ; Lynchburg, Virginia 
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“MAN-TO-MAN” 


No. 628—“GOING GOOD” Last, 
Florida Calf, Bal Ox., Bleached 
Kip Quarter Lining, New Three- 
point, Inverted Tip, Stitched and 
Perforated, New Beveled Edge 
with Vogue Eyelets, Natural Bot- 
tom, Rolled Heel Seat. Widths 
B, C, D. Price $3.50, less 4%, 20 
Days. 























MAN-TO-MAN TALKS! 


You are in business to make money—so are 
we. If we make shoes so efficiently that we 
can sell them to you at a remarkably low 
price, and still keep up the quality, isn’t it a 
foregone conclusion that they will be profit- 
able, quick-selling merchandise for you? We 
can—and we do—make shoes that way, and 
make a little profit ourselves on each lot. 











No. 670—‘‘MAN”’ Last, Rueping’s as 
Black Calf, Bleached Kip Quarter pe Rg By dh ogy this is a mutually-profit 

Lining, Blind Eyelets. Fudged Edge, . 
Natural Bottom, Widths ©, D. We call this line the MAN-TO-MAN— it is 
Price $3.50, Less 4%, 20 days. the Young Men’s SMARTBUILT style and 
quality. THE ABOVE ARE IN STOCK. 


Ask to see samples! 











SPECIALIZE then CONCENTRATE 


. W. Carter Co. 


Manufacturers of Men’s and Boys’ Welt Shoes 
NASHVILLE, ‘TENNESSEE 





SURE 
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Splendid Styles 


Which we earnestly recommend 






and offer for immediate shipment 






8596—-CMSC Made Patent Chrome Two-Eyelet Tie, Skeleton 
Eyelet Stay with mottled brown trim, 20/8 mottled 
brown covered full spike heel, AA to C......... $3.85 


8995—-SAME, Pastel Calf, AA to C.................4. $4.00 





4609—Patent Chrome One Strap, Red Speckled Kid Applique 
on quarter, Red Gimp Stitched, 20/8 celluloid covered 
a ee ee eee $3.85 
4608—Patent Chrome One Strap, Teardrop Cut-outs on 


quarter, Motched Patent Strap and quarter trim, 20/8 
motched patent full spike heel, AA to C........ $3.85 





4277—Patent Chrome Pump, Patent bow with high beaded 
tongue, 20/8 full spike heel, AA to C........... $3.50 


4007—Patent Chrome Gore Pump, Dotted Satin quarter and 
bow, 20/8 Dotted Satin covered full spike heel, A 





Mort cf cttacce dels ar Pulao a 64. ola v meleneoue~ oe $3.50 
4164—Patent Chrome Sandal Style, One Strap, 4136—SAME, 14/8 Cuban covered heel, A 
fancy cut-out vamp and quarter, 14/8 EM b6 Soo Veacesware oe wees wanna s een $3.35 
Cuban covered heel, rubber top lift, A 3435—Patent Chrome One Strap, cut-out quarters, 
rare avis caine inp slew aaieeere elas 4i63 $3.35 patented side buckle, 20/8 full spike heel, 
4165—SAME 20/8 full spike heel A to C..$3.35 PEN cio aloe 4 waeew eae worded $3.35 
F : 3434—-SAME, 14/8 Cuban covered heel, rubber 
3474—Patent ae Sandal Style ~ tar RN FE OO occ cncecnceincen $3.35 
fancy punched cut-out vamp and quarter, 
patented side buckle, 14/8 celluloid Cuban maar: Pog ory yy aati $3.00 
I siren rete peseanevenees $3.35 8739 -CMSC Made, All white Kidskin Pump, with 
4137—White Kid Pump with fancy white die-cut Aguana covered 16/8 full-breasted Spanish 
applique on front and outer quarter, square EE ER ticd cain eseawercw saw $3.50 
punchings on sides, 17/8 full breasted 8738—SAME, One Strap, 14/8 Aguana covered 
Re OE, OO on riegeclececces $3.35 Cuban heel, rubber top lift, A to C...$3.35 


All in Stock for Immediate Shipment 
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P nticipate 
the Fall demand for 


Norwegian 


Proud is the man whose footwear is made of soft, 
richly finished Norwegian Calfskin. And his pride 
has a practical twist —for Norwegian, while pliable 
for comfort, is firm and shape-retaining. A leather 
par excellence for dress shoes. 


Norwegian No. 40 is an irresistible creamy shade. A 
complete range of desirable colors is furnished for Fall. 
Plan, now, for greater salability with Norwegian. 


A. F. Gattun & Sons Co., Milwaukee, Wis 


GALLUN 


YEA THE R S 


Always Standards of Excellence 











-_ 
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A Boon 


to All Run-down and Stand-still 
Shoe Departments 


This message is addressed to those stores in small and large cities 
which have lost their grip on the children’s trade. To those merchants 
who, seeing their children’s trade slipping away, continue to buy the 
same lines and sell their shoes in the same way. 


There’s no room for the “let well enough alone” attitude in the 
children’s business. This is an era of fast merchandising. First, your 
line must be distinctive, different, and possess a strong merchandising 
appeal. Second, you must have the right advertising and selling spirit 
and cooperation behind it. Thus you'll attract the bulk of the children’s 
business to your store. 


Pied Pipers have a far-reaching effect in putting children’s depart- 
ments on a profitable basis almost from the start. A study of the many 
broad angles of their construction, advertising, merchandising and service 
advantages will reveal to you vast possibilities. Get these facts in time 
for Fall—and vitalize your children’s department. 


Maiathon Shoe Co; 


WAUSAU - - WISCONSIN 
New York Office, 607 Marbridge Bldg. 


PIED 
PIPER 


For Fall—snappy dress shoes, peppy sport oxfords, smart com- 
binations—new patterns, new colors, new leathers—for infants, big 
infants, children, misses, youths and growing girls—AAA to E widths. 
All Pied Piper Shoes are made by the Pentler & Short Patented Im- 
proved Welt Process—THE GREATEST TRIUMPH IN PRESENT- 
DAY SHOEMAKING. 
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HIGH GRADE LEATHER 
SIDESTAY, HEELSTAY, 


ToPFACING ¢ eLvE LINING] (genuine Australian 

— KANGAROO 
ARCH SUPPORT 

SHOE 


The Davies Genuine Australian Kan- 
garoo Arch Support Shoe has increased 
in popularity each season. The snug fitting 
Arch, the strengthening corrugated steel 
arch support and the long wearing flexible 


























FIRST QUALITY 
HALF 
RUBBER HEEL. 



























EXTRA HEAVYWEIGHT| \ al Kangaroo upper stock are the features 
CORRUGATED STEEL eeaast> ; ' 
ARCH SUPPORT which have sold this shoe in such large 
SHANK. ie 

quantities. 














FULL GRAIN LEATHER 
INNERSOLE 


[9 IRON OAK OUTSOLE} 


Thi style is built of Black Kangaroo in both High Shoe and 
$4.50 


EE AR ein dane a Susee heehee C4deeebeeesee ee 
Oxford Style Number B5568—High Shoe Style Namber B568 











Remember that the 
corrugated steel arch 
support in this shoe is 
so fitted that there are 
no ridges nor does the 
arch bear at any par- 
ticular point. The 


"eee, 
. 


” 
we 
oo 1S 
a 8 


weight is perfectly . ni 4, ios ‘ 
distributed over the The Arch Support Shoe is also carried 

whole foot in stock in Brown Kangaroo in both i oe 

. ‘ High Shoe and Oxford at........ $5.25 


Oxford Style Number B5497—High Shoe Style Namber B497 
IV rite for our catalog of Kid and Kangaroo Styles in stock. 
MADE BY 


DAVIES SHOE MANUFACTURING CO. 


RACINE, WISCONSIN 


State of Maine DISTRIBUTORS State of Oklahoma 
S1MMONS-BRAMHALL CORPORATIGN Northern New York and Vermont HuTCHINSON WHOLESALE SuHor Co, 
elfast, Maine E. G. Moone Company, sean Fort Smith, Arkansas 
States of Delaware, Maryland and District of Columbia Plattsburgh, N. Y. State of Ohio 
Rosert E. TuBMAN COMPANY Geo. W. Greper Suoe Co. 


Baltimore, Md. Cleveland, Ohio 
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The Spotlight 
of the Buyers tical Tema 


is none too rigid for Luxor 
Patent, Ohio Black Calf or 
Kaffor Kid. They stand the TEST 


they are tanned by ow own exclus- 
iVe processes. They have a lustrous 
sheen which gives to tine footwear 
that beauty of finish so essential 
te customer satisfaction 
Quality is Inherent 


oO fejo 


IO27—~Aneother Calf Year 
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Hi O OO LL E Y 


Turns of Distinction 














Ha: SELLS HIS TURNS centrate his efforts on 


on a notably fair and square the making and styling of fine 


basis —~ . ‘ shoes only, that his 










One-price-to-all shoes grade higher 
enables him than the price 


to so con. indicates —~ 


W. F. HOOLEY SHOE CO. 
LYNN, MASS. 


New York Office 
Marbridge Bldg., Rooms 854, 856 
47 W. 34th St. 


COME TO BOSTON—THE HEART OF THE SHOE WORLD—JULY 5-6-7 
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Cleaning and Polishing 











Shoe Cleaning Machine—Model A 
Equipped with Brushes and Motor 





Sicese, ti S eeeie 18 South Markes 
7 Gilbert 





‘Tz SHOE CLEANING MACHINE— MODEL A, is a handy 
and compact machine for cleaning and polishing shoes 
that have been soiled in handling. It is designed to 
accommodate two cloth or yarn brushes, or a com- 
bination of each as desired. The machine is motor 
driven, the motor belting directly to a grooved driving 
pulley on the shaft carrying the brushes. The equip- 
ment is an ideal one for retail stores where factory 


power is not available. 





Let us supply you with further particulars 


United Shoe Machinery — 


BOSTON, MASSACHUSETTS 




















306 Broad Philadelphia, » 
SSR Siar 130 Mill 





mA pes obese i See 276 Main New York, N. Y. 
REET: 
Mari RS +. cnageweds 11 Florence Rocnecsse, T° 
Milwaukee, bal ER REESE 258 Fourth Louis, * ed 
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for Street or Sports “Wear 


One has but to see the new Fall 
line now being shown to understand 
why it is that Varsity Girl Shoes 
are recognized season after season 
as the standard of comparison 
in shoes for street or sports wear. 


VARSITY GIRL SHOES _@ 
Are made by righ 
E. P. REED & CO. } 


ROCHESTER 
New York Style Studio, Marbridge Bldg. / ; 
(Broadway at 34th St.) A % 
PHILADELPHIA OFFICE yore ss 4 4 
Denckla Building # ‘ 


; 
, - 
a. A: 


rd 
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Mr. INDEPENDENT 


Your window can make sales | 





ACATION Days will soon be here. Schools are getting ready to close. 

Hundreds of boys and young men in your town are preparing for the 
activities of summer sports. Every one of them needs canvas rubber-soled 
shoes. 


Right now is the time to use your window for featuring Top Notch canvas 
| rubber-soled footwear. It will bring you extra business that otherwise 
you might miss. Note above what an attractive display you can make 
with the aid of Top Notch window cards. We will be glad to supply them 
to you, without charge, upon request. 


426 


ee oo 


OF SERVICE 














A GUARANTEE 
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RETAILER... 


to the boys who read these ads 











_ advertisements shown above are being read by boys and young 
men in their favorite magazines. You can make money on Top Notch 
canvas rubber-soled footwear because it is nationally advertised and favor- 
ably known. And you have our assurance that no volume competitor in 
your territory has any price advantage over you on Top Notch Footwear. 


The Top Notch line gives you a complete range of styles and prices— 
from the famous Grip Sures to the lower-priced but serviceable knock- 
about shoes. Be prepared with an adequate stock. Our branch nearest 
you will give your sizing order immediate attention. , 


THE BEACON FALLS RUBBER SHOE Co. 
Makers of Top Notch Rubber and Canvas Rubber Sole Footwear. 


Beacon Falls, Conn. 


241 Congress St. 106 Duane St. 208 So. Jefferson St. 926 Broadway 
Boston, Mass. New York, N. Y. Chicago, Ill. Kansas City, Mo. 






1152 Penn Ave. 
Pittsburgh, Pa. 


426 Second Ave. North 530 Howard St. 


Minneapolis, Minn. San Francisco, Cal. 















A GUARANTEE OF SERVICE 
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If “Clothes Make the | 

Man,” Good Window 

Fixtures “Make the 
Store” 






No. 140 
Shoe Stand 
in Gumwood 


> te. Bie... $3.25 
18 in, high..... 3.50 
24 in. high..... 3.75 





HERE'S nothing “‘half-way’ about 

Goodwin Fixtures. Designed—construct- 
ed and finished by experts, they lend an air 
of distinction to any store. Many styles at 
many prices are shown in the Price List. 


Combination No. 2200 


BO Show Beets, 127 Whe, © G9.BS.. 0c cc vccvessccccces $19.50 


6 $l 

6 2140 Shoe Stande, 16” high, @ $3.30... 2... cc cscccvscccee 21.00 
4 3140 Shoe Stands, 24” high, @ $3.75.........0. se eeeeneee 15.00 
5 Meme Temeeet, BO” Bhat, GS BEDGO. 0 occ cece crc ccwesccsese 15.00 
1 2186 Plateau, 8” high, @ $12.00......... 2. eee eeenvvens 12.00 
I Ee a Sig oa. 0'6)6.0.b.015 US 0.009. 60)4.4 G tp dee to-4 .75 


C. L. GOODWIN & CO., Inc. 


Shoe Store | 


St e Di Builders 


WORCESTER, MASS 
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TUFSKIM 
Is the New 
Cushion 
Sock 
Lining 


It Lays 
Smooth 


Is Cool 


Is Fast 
in Color 


Is Always 
Sanitary 


Makes You 


* Walk on Air 


RESPR O 


Providence + 
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a New Line of 
WELT SHOES 











2-strap Cut-out Pump in Golden Brown, 

Black Kid or Patent Leather. 14/8 

Wingfoot Heel, Steel Shank, Sizes 3-9, 
Widths B, C, D, EEE. 


2-eyelet Tie in Golden Brown, Black Kid, 
or Patent Leather. 


Steel Shank. 














14/8 Wingfoot Heel. 


Sizes 3-9, Widths B, C, 


D, EEE. 









To Retail in the 
$4.00 Retail Class 


A stylish, well-designed, well-made 
line of comfort welt footwear. 
These shoes stand high in the vol- 
ume scale and are sure to register a 
fine profit to every merchant who 
carries them. A. Fisher & Son, 
Inc., have been making comfort 
footwear for women for over 20 
years, and the experience gained 
during that period has been ap- 
plied to the fullest extent in King- 
fisher Welts. 


A variety of styles are available in 
black and golden brown kid, and 
in patent leather. Write today for 
samples, prices and full details. 





yh OFISHER & SON INC. 


STONEHAM, MASS. 


- comront SHOES 
WELTS ‘TURNS -MeKAYS| STITCHDOWNS 


ay Be COMFORT SLIPPERS 
for Men 




















“ 








i 


SN ee 


SO A SRL i NL 
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The Children of —Atount (lemens, Michigan, 


Hob-Nob With the Mayor at Miller's Great Free 











The “Big Parade” starts from Miller’s Shoe Store, where 
the children assembled to march in the Clean-Up Week 
Parade at Mount Clemens, Michigan. 

















Passing the mayor of Mount Clemens. The mayor is in 
the foreground with black overcoat on, Mr. Miller on the 
right. 








Every seat taken and more standing up! Here is a typical view of 
the inside of a theatre that shows the Robin Hood Picture. This 
photograph was taken at Mount Clemens when Miller’s Shoe Store 
put on their show. 





————$——$$$$$$ LS 


Robin Hood Show 


6 LEAN-UP WEEK” in Mount 
C Clemens, Michigan, was a huge 
success. The mayor, with the 
assistance of hundreds of children, waged 
a campaign to beautify the city. The 
campaign ended in a blaze of glory with 
a big parade of children from Miller’s 
Shoe Store to the theatre where Douglas 
Fairbanks’ great picture, “Robin Hood,” 
was shown free of charge. 


That’s how Miller’s tied-up their Robin 
Hood Show with “Clean-Up Week,” 
getting the cooperation of the mayor of 
the city and putting over one of the big- 
gest advertising “stunts” that Mount 
Clemens has ever known. 


Every merchant who has ever put on the Robin 
Hood Show has been astounded by the amazing 
good-will and increased sales it has made for him. 
Not only Robin Hood Shoes, but his whole shoe 
stock experiences a big increase. Let us arrange 
to show this great picture in your community. 
Write us for bookings and terms. We pay half 
the cost of the film and supply souvenirs free of 
charge. 





GENTRAL SHOE Go. 


St. Louis Manufacturers U. S. A. 
Makers of the famous 





Merchants Who Have Shown the Robin Hood 
Picture Are Urged to Write for Information 
About “Red” Grange in “One Minute to Play” 
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Who’s Who on the Road 


The Traveling Salesmen Talked About Here 
Are Good Merchandising Counsellors 


C HARRY MILLER, formerly a 
¢ manufacturer of women’s shoes, 
now represents the women’s welt line 
of the Portland Shoe Mfg. Co. of Port- 
land, Me., and is calling on the chain 
stores and jobbing trade. 





ERLEAU C. 
SMITH, of 
The Walker- 
Knaier Shoe 
Co. of Buffalo, 
N. Y., made a re- 
cent visit to Bos- 
ton in connection 
with his “Fairy- 
foot” corrective 
shoe. Mr. Smith 
reports a favor- 
able _ reception 
from the mer- 
chants visited in 
and around the 
eastern section of the country. Mr. 
Smith has now returned to the factory, 
where he has been kept busy in the fur- 
ther promotion of this new idea in wo- 
men’s shoe construction. 





Merleau C. Smith 





Oscar GOEGER, formerly in full 
charge of the output of Norman 
& Bennett, and prior to that with the 
Pels Co., recently made arrangements 
to represent the Whitman & Keith Co. 
of Brockton, Mass. Mr. Goeger will 
cover the large Eastern cities in con- 
nection with the New York trade for 
the last named house. Mr. Richard 
Whitman reports that Mr. Goeger will 
carry the Whitman & Keith Co.’s com- 
plete line of men’s fine shoes. 





P. MARSTON is now traveling 

* Ohio and West Virginia with 
the “Paradise” line of Brauer Bros., 
St. Louis. Mr. Marston formerly rep- 
resented the Moore-Shafer Shoe Mfg. 
Co. He is a member of the Rochester 
Association of Traveling Shoe Sales- 
men and a World War “vet.” He has 
has a host of friends in his territory. 





SANE MAIL, formerly a retail 
shoe merchant of San Francisco, 
has now become a shoe traveler. He 
represents A. J. Anderson, Inc. 





HE Boston Shoe Travelers’ Associa- 

tion has extended to the board of 
governors of the N. S. T. A. an invita- 
tion to attend a noon luncheon “get to- 
gether” during the days of the Boston 
Shoe and Leather Fair. The specific 
date of the luncheon will be July 7, and 
the place will be the new Hotel Statler. 
President Charles W. Morrill is most 
earnest in his request to all those mem- 
bers of the board of governors who are 
in Boston at that time to meet with him 
for a conference at this luncheon. 


By HELEN M. HANEY 


HARLES B. TAFT, who represents 

P. W. Minor & Son, Inc., in New 
England, will visit Boston again on 
July 4, and will spread his line of sam- 
ples for the inspection of visiting buy- 
ers at the Copley Plaza Hotel during 
the days of the Boston Shoe and 
Leather Fair, July 5-7. 


RED A. YEATON, secretary of the 
Southern California Shoe Travelers’ 
Association, covers the Pacific North- 
west, including British Columbia, for 
the Johns-Tilt Shoe Co. of Los Angeles, 
makers. of women’s sport footwear. 








Evrireanneaeans 


Think Success 
When Selling 


“What you are thinking when 
you step up to a customer has a 
good deal to do with what is 
going to happen in the way of 
a sale,” one dealer told me as 
we were discussing salesmanship. 
And the more I think about it, the 
more I believe in it. I have gone 
out to the front of the store to 
meet a customer when I was tell- 
ing myself, “This man won’t buy 
anything,” and usually I guessed 
right. I had my mind made up 
that there was nothing doing and 
I didn’t half try to make a sale. 

A little experimenting con- 
vinced me that a different mental 
attitude on my part would mean 
more sales, and I have tried it. 
That indifferent acting customer 
sees me coming with a smile and 
he doesn’t know it but I am siz- 
ing up his mental condition and 
I am telling myself, “Here’s a 
chap who probably needs tires. 
He may not be ready to buy, 
but he is thinking about it or 
he wouldn’t be in here.”—“The 
Goodrich.” 











HAT the N. S. T. A’s efficient sec- 

retary, T. A. Delany, is “always on 
the job” is evidenced by a nice piece of 
work which he did in connection with 
the National Shoe Finders Association, 
which body met recently in Louisville, 
Ky. When Secretary Delany read that 
the event was about to take place, he 
immediately got in touch with Hpmer 
H. Beals, national vice-president, which 
resulted in Mr. Beals being a special 
guest at the convention of the findings 
men. Mr. Beals presented to the body 
the merits of affiliation with the N. S. 
T. A., stressing the advantages of joint 
cooperation with the shoe travelers and 
findings salesmen and the employers of 
the salesmen of the shoe manufactur- 
ers and finders and the educational 


features of the N. S. T. A., in the pro- 
motion of their industry. 





ORMAN MacDONALD, who for- 

merly carried the line of Moss-Sea- 
mans Shoe Co. for many years in the 
South, now represents Dodge Bros. 
Shoe Co. of Newburyport, Mass, in 
that territory, which includes the At- 
lantic Coast of Dixie through to Flor- 
_ He continues with the Burdett 
ine. 





AMES P. RING of Nashville, Tenn., 

who covers Tennessee and Kentucky 
tor the Vaughan-Towle Company, of 
Lynn, Mass., recently spent a week at 
the factory, going over the line care- 
fully and putting in new styles. Mr. 
Ring is now covering his territory in 
Dixie. He comes from a shoe family. 
His father and brothers have for a long 
time operated a shoe store in Nashville 
under the name of J. H. Ring & Sons. 


W. SHRIGLEY, of Merrill, Por- 

* ter Co., Lynn, has taken charge 

of its sales department, and has started 

off on a trip with a new line of sam- 

ples. Shrigley will travel west to the 

Mississippi Valley, and, possibly, into 

Texas. He has opened a new Bustos 
office at 215 Essex Street. 








OU FRIEDMAN, sales representa- 

tive and member of the firm of 
Beker & Friedman, Inc., women’s shoe 
manufacturers of Brooklyn, is now 
covering his territory. Lou left the 
factory recently for a swing through 
the South, and is due to arrive at the 
coming California Shoe _ Retailers’ 
convention in San Francisco where he 
will display his line for the early Fall. 
Mr. Friedman says, “I am very enthu- 
siastic about the approaching season, 
and feel that the shoe trade is in for a 
good business period.” Following the 
San Francisco convention, Mr. Fried- 
man will work back through the Mid- 
dle West. 





HARLES OS- 
LER, well 
known Chicago 
representative of 
the Stanley Dut- 
tenhofer Shoe Co., 
was at the factory 
recently working 
on new samples. 
Harry L. Biddle, 
who covers West 
Virginia, Mary- 
land and western 
Pennsylvania with 
Charles Osler the Stanley Dut- 
tenhofer line, and 
Roy C. Long, who covers Kentucky in 
the South with the same line, were also 
at the factory. 
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Said an Advertising Man: 


“Why don’t you tell your trade 
about your big factory? 








Said we: “In our estimation size doesn’t mean much. It’s 
the product that counts.” 


True, we have moved into a beautiful building that is quite 
large as shoe factories go. 


But we don’t feel that our customers should buy more shoes 
just because we are occupying a larger factory. 


Our old quarters were comparatively small and crowded; a 
condition not at all conducive to really good shoemaking. 


In the new factory we have plenty of room. Our business 
is growing rapidly, why? because adequate manufacturing 
space enables us to make better shoes. 


Go through our modern plant and you will find equipment 
and manufacturing conditions just right for good shoe- 


making. 


Go through your recent shipments from us and you will find 
our shoes looking a lot slicker than they did six months ago. 


That’s what the big factory means to you—better shoes. 


Better shoes, of course, means more business to us. 


If you are not already on our customer list; if you have an opening for a won- 
derfully well made line of “fitting” shoes, retailing at $7:00 to $10.00, carried 
in stock from soup to nuts, write for Catalog R, sample pairs, or our nearest 
salesman. 
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HENRY, of 
Chicago, covers 
the Near South 
Side trade of Chi- 
cago and also the 
trade south of 
79th Street of 
“The Big Illinois 
Burg” for the A. 
S. reider Co. 
This last named 
territory is the 
reassignment toa 
section of the 
trade on which he called some years 
ago. Mr. Henry has been with the 
House of Kreider for fourteen years, 
and with the exception of eighteen 
months as representative of the A. S. 
Kreider Co. in Detroit, he has spent 
the entire time selling Chicago’s South 
Side trade. Howard Henry’s home town 
is Annville, one of the Pennsylvania 
territories where Kreider shoes are 
made. Mr. Henry is a graduate of the 
University of Pennsylvania. He is also 
a Spanish war vet. He now lives near 
his shoe merchant customers in “The 
Windy City.” 








Howard GC. Henry 





ARRY LIPSTINE covers Southern 

territory for the Sam B. Wolf 
Sons Co., Cincinnati. Mr. Lipstine re- 
cently joined the sales force of this con- 
cern. The other new salesman which 
the Sam B. Wolf Sons Co. has recently 
added to its force is Kit Carson, who 
covers Arkansas, Oklahoma, Kansas, 
Texas and part of Louisiana. 





OE H. REGELMAN covers Ohio and 

Indiana for the Rice-O’Neil Shoe 
Co. of St. Louis. He is known to the 
trade as “Smiling Joe.” His card con- 
tains the slogan, “Keep Smiling.” For 
about twelve years Joe was connected 
with the retail shoe trade of St. Louis; 
later going on the road for the Central 
Shoe Co., and now is so busy sending 
in orders for the Rice-O’Neil Shoe Co. 
that he says he has every reason to 
keep smiling. 





RTHUR S. PEGNAM travels 

Michigan, Ohio and Pennsylvania 
with the men’s and women’s lines of 
the Hurley Shoe Co. Arthur has had 
an association with the shoe business 
of about 17 years—for the past five 
years on the road for the Hurley Shoe 
Co., with the Gripsem Arch proposition 
very much in mind. Arthur is a keen 
student of shoe fitting and every 
chance he gets “jumps in” and helps 
out retail shoe merchants in serving 
the public at the fitting stool. It is 
his opinion, based on long observation, 
that it would be a great advantage to 
every shoe traveler to serve not only 
an apprenticeship but to take several 
practical “post graduate” courses in 
the shoe store so that they may under- 
stand better the many problems of 
the retail salesman, and particularly 
to know better the construction of the 
human foot. 





N. BOGOFF, who formerly sold 

¢ Hoyt shoes for a number of years 

in Chicago territory, now travels for 

the United States Shoe Co. in the same 

territory. He is carrying the Holters 

and the Imperial lines of the Cincin- 
nati house. 
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ARL STE- 
PHENS, 
Eastern repre- 
sentative of the 
James A. Banis- 
ter Co., is a good 
golfer as well as 
a good shoe sales- 
man. Among his 
favorite courses 
are the Brae- 
Burn and the 
Woodland Club 
of the Newtons. 





Karl Stephens 





ENNETH ROMIG, who covered 

Wisconsin and Illinois for many 
years with the Red Cross line, and who 
since last February has been obliged to 
stay at home on account of illness, is 
now rapidly improving in health and 
hopes to be out on the road again soon. 





The Shoe Traveler, 


an Educator 


The shoe traveler is an edu- 
cator. The experienced and ef- 
ficient shoe salesman counsels 
the retail shoe merchant on 
“How to Do It.” The shoe trav- 
eler knows what is going on in 
the different parts of the coun- 
try; he is in close touch with the 
leather markets, with the shoe 
factory, with other retail shoe 
merchants, and with other shoe 
travelers who cover all sections 
of the world. The shoe traveler 
exchanges merchandising ideas; 
he has ideas of his own, and 
“listens in” carefully everywhere 
for the ideas of others. He is 
the converter of the best of 
these ideas to the retail shoe 
merchant. He is the announcer 
of what will sell—the eliminator 
of pessimism. The shoe traveler 
is the hand-clasp of prosperity 
and of good-will—the good mer- 
chandising counsellor. The shoe 
traveler is the safeguard of the 
buyer—he does not allow his cus- 
tomers to be misled by false re- 
ports of “what is,” “what is not,” 
or “what may be” in shoes. The 
shoe traveler is a good stock 
keeper—he advises the merchant 
when to get rid of shoes, and how 
to push them; he is the man who 
reduces the burdens of the bar- 
gain counters. The shoe traveler 
is the man who “sweetens-up” 
the merchant’s stock, with new 
numbers; the man who prevents 
the merchant from buying too 
many of the “sweeteners.” 

The wise buyer is ever atten- 
tive to the advice of the good 
merchandising counsellor-travel- 
ing-shoe-salesman, for a travel- 
ing shoe salesman of experience 
and ability is a man of common 
sense and education on all trade 
subjects, and a man who, by the 
nature fo his work, is constantly 
adding to his fund of education 
and passing it on to his custom- 
ers.—T. A. D. 
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LL shoe men 

are invited to 
Gordon McDaniel’s 
annual barbecue 
which will be held 
on July 4 at “Con- 
stant Comfort” on 
Marvyn Lake, New 
Opelika, Ala. 
Guests are ex- 
pected to arrive at 
“Constant Com- 
fort” Sunday even- 
ing, July 3. “If you 
want to take a de- 
lightful holiday 
trip,” says Gordon, “plan now to at- 
tend.” This annual barbecue is becom- 
ing more famous every year, as more 
shoe men spread the tale of good “eats” 
and entertainment. Gordon McDaniel 
is a most hospitable host, and wants 
every shoe man who possibly can to 
come to this year’s barbecue. Please 
drop him a line to let him know that 
you will be there. He is the Constant 
Comfort and Constant Style shoe man 
of the South, and his address is Ope- 
lika, Ala. 





Gordon McDaniel 





HE Rochester boys have been re- 

cently extending sympathy to Harry 
M. Joy in the death of his wife, who 
passed away suddenly following an 
operation. Mr. Joy was called home 
from the road and reached her bedside 
a short time before she died. Mrs. Joy 
was active in the social life of Roches- 
ter. She leaves her husband and two 
sons, Robert and Don. Mr. Joy sells 
the C. P. Ford & Co., Inc., line. 





ACK KEMP has recently been given 

extra territory for his house, the 
Dover Shoe Co. of Farmington, N. H. 
In addition to New York territory, 
which he divides with J. Lund, and 
Massachusetts, he will now cover Con- 
necticut and Rhode Island. Jack Kemp’s 
other name is “Brother Bill.” He is 
not only a popular member of the Elks, 
but popular with the shoe buyers in his 
territory. 





HE second tabulation of the A. E. 

Nettleton Co.’s salesmen’s contest 
shows H. S. Garfield increasing his 
lead to a good margin over his nearest 
opponent. Spence McGavock pushed 
his gain over Hiram Barie from 10 to 
40 points. Tom Johnson has showed 
one of the strongest gains over the last. 
report of any in the first division. Im 
the second division Henry Bosworth 
still retains first place, but Guy Rosen- 
berger has cut down Bosworth’s fine 
lead from a 190 point advantage to 
only 70, which now lies between them. 
Both men are going strong. Leslie 
Gordon moved up a few points and is 
bettering his last mark. The third di- 
vision battle waged by Dick Garfield, 
Gordon Rogers and Hal Fairfield is a 
lively one. 





DAY B. EHRIG, who formerly 
traveled for John Kelly, Inc., Roch- 
ester, N. Y., and who prior to that was 
a Minneapolis shoe buyer, is now con- 
ducting the Kittocktinny Inn at 
Chambersburg, Pa. His many shoe 
trade friends who have called on him 
say that he is as good a hotel man as 
he was a “knight of the grip” and shoe 
buyer. 
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IBIE IIE TTRIEIE 


(Ventilated ) 


a sale of a pair of shoes breaks the ice for a shoe tree sale. 
Are you “following through” by regularly suggesting the great value 


of Bete Trees to each customer? 


This means extra profit—honorably earned. For the high quality of 
Bete Trees, their appearance and service, will continue to please the 


customer long after the sale. 


Have you written for your copy of our new catalog? 


O. A. MILLE 


TREEING MACHINE CoO. 
Brockton Massachusetts 





~~ 














ff 














June 11, 1927 


BOOT AND SHOE RECORDER 


61 


Busy Shoes—Ready-to-ship 
By Merchants Shoe Co. 














(4 

s Beulah 

Patent Leather 
Black Satin 


Black Velvet 
18/8 Spike and 14/8 Cuban Heels 
$3.60 


White Kt, Sos and Cuban 





“ 


Estelle 

Patent Leather with White Kid 
Inlays 

20/8 Spike and 14/8 Cuban Heels 
$4.00 


Lucille 


Patent Leather 
Black Satin 
20/8 Spike and 14/8 Cuban Heels 


$4.00 
y 














(4 
g Nancy 
White Cab. 
Patent Leather 
18/8 Spike and 14/8 Cuban Heels 
Black Satin 
Spike only 
White Cab. D’Orsay 
(round toe) 20/8 Spike 
$3.60 





Dorothy 
Black Satin 
Patent Leather 
20/8 Spike and 14/8 Cuban Heels 
$4.00 
Barrett’s ‘‘Watersnake’’ Calf 
20/8 Spike only 
$4.50 


Helene 
Patent Leather 
$4.35 
White Kid 
$4.60 


20/8 Spike and 14/8 Cuban Heels 















All shoes in A-B-C 
widths except 
“Cross Country” 
which is stocked 
B& C., 








No initial or- 
ders on a style 


less 


twelve pairs. 


than 








g Barbara 
Patent Leather 


Black Satin 
20/8 Spike and 14/8 Ouban Heels 
$4.00 
White Kid, Heels as above 
$4.35 


Barrett’s ‘‘Watersnake’’ Calf 
20/8 Spike only 
$4.50 





“ 


MERCHANTS 


57 Lincoln St. 








Cross Country 
Goodyear Welts 


White Calf 
Grey Calf 
Parchment Calf 
Leather Sport Sole, Rubber Wedge 
Heel 
$3.60 
White Calf 
White Calf, Black Saddle 
Parchment Calf 
Crepe Rubber Soles 
$4.00 





~ 
Mildred 
Patent Leather 
Black Satin 
18/8 Spike and 14/8 Cuban Heels 
$3.60 
A 








SHOE CO. 


Boston, Mass. 











rates 2s 
— 
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AOCHESTER 





Business 







SHOES 


22 STYLES 
IN STOCK 


**Althea’”’ **Araby” 


Goodyear Welts 













B680—Patent Leather. .$4.75 
BG6S3—White Kid ..... 5.00 












Goodyear Welt 

B179—White Calf with 
BSSS—Watte Call. ..... $5.00 White Grain Calf Trim.$5.00 
B189—Black Calf, Black 
Casino Trim ........-- 5.00 













“Clare” 
21/8 Heel 








“Clare”’ 
Cuban and 














Spanish Heels 
' B573—Black Satin..... $4.25 | 
6é 99 
Lark B572—Patent Leather.. 4.25 
B575—White Kid...... 4.75 
B258—Parchment Kid.. 5.00 
B224—White Satin..... 
















SIZES 








B230—Black Satin, 15/8 


eeeeeee 















B733—Gun Metal Calf. .84.50 B ...++--3% to 8 Cuban Heel .......... 
eee ee 8 2. 
B739—Patent Leather.. 4.50 a tse ~ =. 7 “yee . 4.25 j 
B735—White Oalf...... 4.75 Net 30 Days B226—White Satin, 15/8 ti 
Spanish Heel ........ 4.75 














THE MENIHAN COMPANY 


SHOEMAKERS FOR WOMEN 


Rochester, N. Y., U. S. A. 














New York Omics: 846 Marbridge Bldg. Oakland, Cal., Office: 424 Belview Ave. 
- MOYLAN H. 8S. KUSHINS 4 | 
Cleveland omee: 1599 Union Trust Bldg. Los Angeles Office: 107 East Sth Street 
JENKS Cc. E. VanDEGRIFT 





Chicago Office: Majestic Hotel 
F. J. SATEK 


Makers of Menihan Arch-Aid Shoe 
Write for Agency Proposition 
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Education of Retail Salesmen 
In Leather Facts Is Planned 





American Leather Produc- 
ers Ready to Inaugurate 
Merchandising Campaign 


New YorkK—Under plans now prac- 
tically complete for an intensive coop- 
erative advertising and merchandising 
campaign by the American Leather 
Producers, Inc., the shoe retailers of 
the country will be called upon to aid 
in the training of their salespeople in 
more knowledge of leather. 

According to T. R. Elcock, president 
of the company, this education of sales- 
people will be the prime method of get- 
ting the story of leather over to the 
public. In the great movement for bet- 
ter prices for leather and shoes, which 
seems to be sweeping the country, it 
will be necessary, says Mr. Elcock, to 
sell the public on the idea of real value 
and quality in leather to such an ex- 
tent, that resistance to price advances, 
if made, will be obviated. 

“Real knowledge of leather,” he said, 
“will give the retail shoe salesman 
more talking points with which to in- 
terest the customer than he has ever 
had. The public, in general, is ig- 
norant of leather facts, and the best 
way of removing this ignorance is 
through the contact of retail salespeo- 
ple with the public. But first we must 
educate the salespeople. This will be 
the first and major activity under the 
new plan which goes into effect 
shortly.” 

In addition to this work, the new 
plan also contemplates educational 
campaigns in the schools and colleges 
and direct assistance to retailers in the 
way of suggestions for window dis- 
plays and advertising. A news bureau 
also will be maintained to collect and 
disseminate news regarding leather 
and the products of which leather is a 
base. The company intends function- 
ing as a center of information for shoe 
fashions, among other things. 





Attractive Memorial Trim 


CoLumsBus, OHIO (UTPS) — The 
Browning Shoe Co., operating an ex- 
clusive shoe store at 80 North High 
Street, had a most attractive window 
display in the two large windows of the 
establishment over Memorial Day. The 
motif was the national colors, which 
were used as a background. Publicity 
matter boosting the coming Citizens 
Military Training Camps was used to 
give the window the proper patriotic 
setting, while a photo of Theodore 
Roosevelt occupied a position in the 
foreground. 








C. T. Quinn Succeeds Collar 


MILWAUKEE, WIS. — Clarence T. 
Quinn has been appointed as buyer of 
the ladies’ and children’s shoe depart- 
ment at Gimbel Bros., department store 
at Milwaukee, effective June 1, to suc- 
ceed Charles Collar, whose resignation 
took effect on that date. Mr. Quinn 
has been with the Gimbel Bros. store 
here for eleven years as assistant 
buyer in the ladies’ and children’s de- 
partment and is thoroughly acquainted 
with all phases of retail merchandis- 
ing. 


Pittsburgh Shoe Men 
Hear Traffic Talk 


PITTSBURGH, Pa. (UTPS)—The May 
meeting of the Pittsburgh Shoe Re- 
tailers Association took the form of 
the Annual Open Meeting, being held 
a month earlier than usual to provide 
for a prospective picnic to be held on 
the June meeting date. 

The Open Meeting was held at the 
Fort Pitt Hotel and proved worthy of 
the efforts of the committee in charge 
as a pronounced success. Speakers 
for the occasion included: Walter 
Laird, President, The Yellow Cab Com- 
pany; Walter Lloyd, Public Relations, 
The Yellow Cab Company; Charles M. 
Reppert, Chief Engineer, Department 
of Public Works of the City of Pitts- 
burgh; and Edward G. Lang, Director 
of the Department of Public Works. 
William M. Laird, Jr., President of the 
Pittsburgh Shoe Retailers Association, 
was toastmaster and C. Ludebuehl, 
President Emeritus of the Middle At- 
lantic Shoe Retailers Association made 
the invocation. 

Mr. Lloyd discoursed on the problems 
of traffic in general and as they relate 
to the merchant, and expressed the 
opinion that the present system of 
parking in Pittsburgh which has been 
complained of frequently by merchants 
as a detriment to business, really is of 
little value as far as relief of traffic 
congestion goes. He stated that a 
deeper solution of the problem will 
have to be found. 

Mr. Reppert of the City Department 
of Public Works pointed out to the as- 
sembled shoe men the far flung in- 
fluence his department of the city 
government and operation has on busi- 
ness, and declared and showed by ex- 
ample, that cooperation of the mer- 
chants with the department insofar as 
they are able will work to their mutual 
benefit as regards profit for the one 
and greater efficiency for the other. 





Perugia, Famous 
Stylist, Here 
On First Visit 


Credited with Introduction of 
Color and Design into Foot- 
wear for Feminine Sex 


NEw York—Perugia, premiere shoe 
stylist, arrived in New York last Fri- 
day aboard the S. S. Mauretania for 
his first visit to the United States. Si- 
multaneously with his arrival here, 
Israel Miller, head of I. Miller & Sons, 
announced from Paris that he had com- 
pleted a contract with M. Andre Pe- 
rugia, granting the Miller organization 
the right to use Perugia’s name in this 
country during the shoe designer’s 
lifetime. It was also reported in Paris 
that M. Perugia is contemplating the 
opening of a shoe salon in New York 
under his own name. 

The story of this style genius’s 
career is fraught with unusual inter- 
est. It started before the war, in his 
native Nice, where he made the con- 
ventional shoes of the moment for his 
local clientéle. 

The war, in which he immediately 
enlisted, brought Perugia to the engi- 
neering depariment of an aircraft fac- 
tory. There, it might be said, he 
found himself. For, as aircraft science 
advanced, Perugia developed in engi- 
neering as a designer of ability and 
originality. 

Penniless, after the war, he re- 
opened his shop in Nice. But the shoes 
he made—the shoes women wore—dis- 
satisfied his artistic conscience. Skirts 
were getting briefer, thrusting legs 
and drably shod feet into prominence. 
And Perugia, studying the otherwise 
charming effects in new dress styles, 
began to experiment. 

His new models, introducing color 
and fancy materials for the first time 
in footwear, created a furore along 
the Riviera. It was the resort fad of 
the hour to buy Perugia creations, and 
even though they were considered a bit 
bizarre for town wear, more than one 
Parisian fashionable gave them her 
unreserved approval. 

And then M. Paul Poiret, famous 
creator of gown fashions, discovered 
Perugia—and discovered in his shoe 
models the perfect tie-up with modern 
costumes. Poiret invited Perugia to 
exhibit at the Poiret Salons. And 
with several hundred models, specially 
designed for the occasion, Perugia cap- 
tured Paris! 

A year later, in 1922, Perugia 
moved his shop to Paris. And since 
then this young, gifted, extraordinarily 
alert man has been the power behind 
the colorful, ever-changing footwear 
trends. 




















Sy 


Carried in Stock 
Ready to Ship 





LOUISE—Stock No. K-200 
Price $5.00 
“Foot Friend’’ two button ebony glazed 


kid, 14/8 leather heel, 1/8 Wingfoot 
top piece, Goodyear welt. 


LOUISE—Also carried in two button 
patent chrome. 


Price $5.00—Stock No. P-250 





CAROM—Stock No. K-201 
Price $5.25 


“Foot Friend’’ tie in ebony glazed kid. 
14/8 leather heel, 1/8 Wingfoot Uskide 
top. Goodyear welt. 


CAROM—Also carried in patent with 
celluloid heel. 
Price $5.35—Stock No. P-253 


CAROM—Also in golden brown kid, 
covered heel. 
Price $6.00—Stock No. B-207 
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BENN Y—one of the new Foot Friend 
style leaders—not in stock, but quickly 
available. 


Turn Customers to Your Store with 


FOOT FRIEND SHOES 


Women turn instinctively to Foot Friends 
because they possess the qualities the 
woman of today desires. 

Their beauty is captivating. Their styles 
sparkle with smartness. ‘Their scientific 
features of construction give ease and com- 
fort—make activity a pleasure. And Foot 
Friends have a popular price appeal that 
women cannot resist. 

Foot Friends carry a splendid profit. And 
merchants are turning to them as one of 
the conspicuously active lines of footwear 
today. If you want fast sellers—feature 
Foot Friends. 


A Foot Friend Courier is now in your territory 
with the season’s new models. Welcome him—for 
he brings you footwear that will prove your active 
friend in winning customers and holding trade. 


Write for Catalogue showing 
complete line of-shoes in stock 


THE LAPE & ADLER CO. 


Makers of “Foot Friend Shoes” 
COLUMBUS, OHIO. 


“FOOT FRIEND” COURIERS 


Dunbar Archer Dolph G. Hoyt Phil Miller 
Barney Coens A. Ray Jackson A. P. Richards 
Bertrand J. Coens H. L. Lape, Jr. Jack Spurlock 
Larry Conners Paul J. Lee Tom Talbott 
Ray Glascock P. A. McGiffin J. O, Thomas 
J. O. Friedauer J. R. McNierney 
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Illinois Shoe Men Plan 
Record Breaking Meeting 


PEORIA, ILL.—With more than 100 
reservations from exhibitors, and indi- 
cations of a record breaking atten- 
dance, the convention of the Illinois 
Shoe Retailers’ Association to be held 
in Danville, June 20, 21 and 22, prom- 
ises to be the best in the history of the 
organization, according to President 
W. J. Crawford. 

In making public the list of conven- 
tion committees, which are now func- 
tioning, Mr. Crawford said that he is 
not at liberty to disclose the speakers’ 
program, but that he had been given 
assurance that President Geuting of 
the National Association will be one of 
the headliners. 

The convention committees consist of 
the following: 

General chairman, Frank P. Meyer. 

General committee: Mike  Plaut, 
Henry J. Bahls, Fred Spivey, Orville 
Romig and Frank P. Meyer. 

Banquet committee: Mike Plait, 
chairman; Willard Lane, Mr. Gilbert 
Storm and H. A. Sharon. 

Hotel committee: Henry J. Bahls, 
chairman; Frank Renner, Charles Hen- 
drix and S. Bernsohn. 

Registration committee: C. E. Mos- 
ser, chairman; Ben. J. Kinningham, 
E. C. Lauderdale and Orville Romig. 

Finance committee: F. P. Meyer, 
chairman; Gus Krabbe, K. Bernsohn 
and A. M. Hannah. 

Entertainment committee: Orville 
Romig, chairman; Dan Woods, Herman 
Ewing, Gus Krabbe, C. E. Mosser, 
Charles Hendrix and Frank Renner. 

Reception committee: Fred Spivery, 
chairman; Otto Newman, R. F. Gherna, 
I. S. Levin, D. C. Andrews, H. Silber- 
berg, N. F. Heller, M. Levy, Clayton 
Baldwin and Mr. Lubin. 

Convention secretary, Miss Emma 
Poggendorf. 

Officers of the Illinois Shoe Retailers’ 
Association are: A Crawford, 
Peoria, president; W. E. Waegner, 
Aurora, vice-president; E. A. Aszman, 
Chester, second vice-president, and 
Rudolph Huber, Peoria, secretary and 
treasurer. 

Executive committee: Frank P. 
Meyer, Danville; L. S. Abbott, Peoria; 
Thos. Folrath, Decatur; W. T. Cain, 
Princeton; W. A. Catlin, Belvidere; 
R. Huber, Peoria; R. Metz, Chicago; 
W. H. Ackerman, Springfield; P. J. 
Hamlin, Monmouth, and Eugene Kep- 
ler, Peoria. 

Membership committee: Joseph 
Lewis, Joliet, chairman; Nels Sulz- 
berger, Peoria; J. F. Lord, Aurora; 
J. W. Rodgers, Decatur; Wm. Sebel, 
Mount Vernon, and Wm. Eden, Pekin. 

Publicity committee: W. H. Acker- 
man, Springfield, chairman; Eugene 
Kepler, Peoria; Al. Heintz, Quincy; 
A. W. Spaulding, Champaign; W. E. 
Aydt, Cairo, and Harry Griggs, Rock 
Island. 

Resolution committee: W. A. Ander- 


son, Galesburg, chairman; Harvey 
Bunnell, Bloomington; F. E. Foster, 
Chicago; John O’Connor, Chicago; 


Frank Siebert, Springfield, and J. P. 
Ruppel, Beardstown. 

Grievance committee: Geo. W. Al- 
lison, Macomb, chairman; W. T. Cain, 
Princeton; G. F. Boehland, Rockford ; 
W. S. Reynolds, East St. Louis; Frank 





Voepel, Lincoln, and A. Raupp, De- 
catur. 

Auditing committee: Orville Meyer, 
Peoria, chairman; Art Luers, Spring- 
field, and C. E. Bagwell, Rockford. 





Two New Berson Stores 


NEw YorK— 
Bert Berson, who 
has been operat- 
ing a high grade 
shoe store for 
women at 2443 
Broadway, 
at Ninetieth 
Street, is  ex- 
panding his oper- 
ations. He has 
taken over the 
Cinderella Boot 
Shop at 1578 
Broadway, in the 
mid-town theatri- 
cal section and also the exclusive shoe 
department at Merl’s, Broadway at 
Seventy-sixth Street. 

Mr. Berson sailed for Europe the 
latter part of last month. 





Bert Berson 





Hanan & Son Acquire 
Pitts’ Columbus Store 


CoLuMBUSs, OHIO (UTPS) —An- 
nouncement is made that Hanan & 
Son, manufacturers and distributors of 
the Hanan line of shoes have acquired 
an important interest in the Pitts 
Shoe Co., of 162 North High Street, 
Columbus. The Pitts Shoe Co. is the 
oldest retail establishment in Columbus 
and has been in existence for about 
forty years. It has a wide reputation 
in Columbus and also in the Middle 
West and has been distributing the 
Hanan line for about ten years. John 
J. Baird, president and general man- 
ager of the company is serving his 
second year as president of the Na- 
tional Retal Shoe Dealers’ Association 
and is well known in shoe circles. 
The new connection brings the number 
of retail establishments in which the 


Hanan Company is interested or owns | 


to thirty-two. No change will be made 
in the management of the store which 
is a landmark in the Buckeye Capital. 





Jay’s Adopts One Price 


ToLeDo, OHIO (UTPS) — Toledo’s 
latest footwear shop, Jay’s, bids fair 
to become one of the city’s leaders. 
Following the plan of several other 
Toledo boot shops, Jay’s have adopted 
the one price line of shoes, which seems 
to meet with popular approval here. 
While the store has been open only a 
short time, the managers report a good 
business, with an unusually heavy de- 
mand for the Black Bottom sandal. 
Novelties and lows are going well, 
while the sale of children’s shoes is 
far beyond expectations. 





New Shoe Stores 


Economy Shoe Co., 519 Wabash Ave., 
Terre Haute, Ind. 

Eli Levit, Gould, Ark., shoe. depart- 
ment. 

J. E. Barragon (Arizona Store), 604 
North Main Street, Los Angeles, Cal., 
shoe department. 











Discuss Plans for M. A. S. 
R. A. Meet at Atlantic City 


ATLANTIC City, N. J.—The entire 
executive committee, composed of the 
officers of the Middle Atlantic Shoe Re- 
tailers Association were present at a 
meeting of the Atlantic City Shoe Re- 
tailers Association at the Hotel Raleigh 
here on Thursday night, June 2. The 
executive committee of the regional or- 
ganization had met earlier in the after- 
noon to discuss plans for the associa- 
tion’s convention which will be held in 
the Hotel Ambassador here next Janu- 
ary. 

The local meeting, with which was 
combined a dinner, was devoted largely 
to a discussion of association work and 
to plans for the convention, at which 
the Atlantic City men will be hosts. 
The local committee, under the chair- 
manship of Myer Marx, reported con- 
siderable progress on _ preliminary 
plans. Mr. Marx presided at the din- 
ner, but owing to another engagement, 
turned the gavel over to Cal Mensch, 
secretary of the M. A. S. R. A. for the 
open meeting later. 

Short addresses on the subject of as- 
sociation work and the forthcoming 
convention were made by George Gar- 
man, president of the M. A. S. R. A.; 
Albert J. Schmidt, A. R. Mandeville 
and Warner Peirce, vice-presidents; 
and C. Fred Bickle, a director; Lee 
Reineberg, treasurer, gave an interest- 
ing talk on local association work and 
how newspaper publicity may be ob- 
tained. James T. Haviland of the Na- 
tional Retailers Insurance Company 
and James Oakley spoke on insurance 
and association work. 

In an open discussion Sol. Stein of 
Atlantic City brought up the question 
of chain store competition. 

President Garman made announce- 
ment of the appointment of the follow- 
ing general convention committee: 
Myer Marx, Atlantic City, chairman; 
Albert Forster, Philadelphia; Louis 
Shapiro, Atlantic City; Dan Megoni- 
gle, Atlantic City, and Herman Fisher, 
Atlantic City. : 


Celebrates Anniversary 


MILWAUKEE, Wis.—The Big Shoe 
Store which was opened at 578 Mitchell 
Street on the south side of Milwaukee, 
just one year ago, has been celebrating 
the first anniversary. Lorenz Schiff, 
manager of the store, reports a large 
volume of business for the first year. 
Since the store was opened on Mitchell 
Street, a second one for Milwaukee 
was established on Third Street. 


Casparis Have Daughter 


MILWAUKEE, Wis.— Mr. and Mrs. 
Claude Caspari of Milwaukee, have an- 
nounced the birth of a baby daughter 
and they have been receiving the con- 
gratulations of their many friends. 
Mr. Caspari is a son of A. B. Caspari 
of Caspari and Virmond, one of the 
leading retailers in the downtown sec- 
tion of Milwaukee. 
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\\"She walks in beauty,” 
“LOLA” 


MODEL 0674 


ANOTHER EXCLUSIVE 
BRAUER CREATION 


THE NEW TENDENCY IN SMART SHOE 
MODE !S REFLECTED IN THIS DISTIN- 
GUISHED MODEL OF ALL OVER “KAR. 
UNGIA” SNAKE THREE EYELET OPEN 
THROAT TIE—HAS MADRID KID QUARTER, 
FRONT AND MADRID SUEDE UNDERLAY, 
OUR 400 LAST, 20/8 SPIKE HEEL. 


NOT CARRIED IN STOCK 
MADE ON ORDER ONLY 


ALSO MADE IN ALL LEATHERS 
AND FABRICS WITH LEATHER TRIM 


BRAUER BROS. SHOE.G. 


ST. LOUIS, U. S. A. 
FASHIONERS OF WOMEN’S NOVELTY SHOES 
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You’re sure of sales and 


satisfaction with this 


GLAZED KANGAROO 
Oxford and Shoe 


Kangaroo is always safe to stock. These 
shoes are of a decidedly good grade— 
highly glazed—softer than kid—excel- 
ling all other leathers in tensile strength. 
Clinton No. 362 oxford and No. 389 





No. 362 St Ree wey high shoe are scrupulously well made 
$4.00 att Deseme. ie, thruout—the last word in comfort. 


gated Steel Shank. IN 


mse CLINTON SHOE 


$4.25 Soc" NT ANUFACTURING CO. 


Made on our Popular “Judge” last Clinton, Iowa 
>] 


W Two width combination. | 
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The most outstanding of 
the factors that influence 
choice of footwear is 


COLOR. 


There is real character, 
plus stylishness, in the 
colors available in Rue- 
ping’s Seminole Calf. 





LUEPING'S 























S 





FRED RUEPING LEATHER CO. 
FOND DU LAC, WISCONSIN 
Branches: Boston Chicago SanFrancisco Cincinnati 


Milwaukee Montreal St. Louis New York 
Northampton, England 
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All ready for the “hop-off’’! 


NR 


The Berwick 
No. B310—Patent pump with 


i 


The Tosca 

No. B306—Patent pump, mad 

- over 160 stage 7 with 21/3 
spike heel. $5.10. 


~ 


The Berwick 

No. B313—Patent one-strap, 
made over 153 modified stage 
, with 14/8 Cuban heel. 
5.35. 








aan 





The Lamar 


No. B314—Patent one-stra 
made over 139 last, with 
modified recede toe and 13/8 
Cuban heel. $5.35. 


—I14. fast-selling models 
IN STOCK 


and waiting for your signal 


END in your requirements now-—by air 

mail, if you wish—and we’ll show you 
speed in delivery that “Lucky” Lindy, him- 
self, could be proud of. Every model up- 
to-the-minute, every model built to sell and 
to satisfy. Just get that order off today— 
“non-stop” delivery guaranteed |! 





The Tosca 
The Tosca No. B319—Patent pump. | > 
No. B317—Patent pump, ae ’ over the new 151 medium- 
over the new 150 medium toe last, with 14/8 Cuban 
. with 17/8 spike heel, heel. $5.10. 


No. B318—Same in black 
satin. $5.10. 





The Glide 


The Tosca 

No. B300—Patent gore-pump, No. B308—Patent pump, made 
made over 139 recede last, over 161 stage last, with 14/8 
with 13/8 Cuban heel. $5.35. Cuban heel. $5.16. 





ALL AIR MAIL SHOES 
CARRIED IN-STOCK AS FOLLOWS: 


AAAA 5% to 9 A 3% to 9 
AAA 4% to 9 B3 to9 
AA 4 to 9 C 2% to 9 











THE AIR MAIL SHOE COMPANY 


Branch of The United States Shoe Company 


Sixth and Sycamore Sts., Cincinnati, Ohio 





The Berton 

No. B3l1l—-Patent cne-strap 
with Astralak underlay and 
interlace on quarter, made 
over 152 modified stage last, 
with 19/8 spike heel. $5.65. 





The Tosca 


No. B304—Patent pump, made 

over 162 stage last, with 18/8 
spike heel. $5. 

Xo. B305—Same black 

satin, except with 19/8 spike 

heel. 5.10. 


The Lamar 
No. B315—Patent one-strap, 


The Janice 


No. B316—Patent one-strap 
with Barnett’s black and red 
everglades trim. Made over 


18/8 spike heel. $5.65. 
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Milwaukee Plants Running Close 
To Capacity on Rush Orders 


Style Man Says Men’s 
Clothes Not So Dark for 
Fall and Winter Season 


MILWAUKEE—Milwaukee shoe factor- 
ies are operating at a good pace now 
and orders are running ahead of pro- 
duction at some of the plants. A. W. 
Bush, vice-president of the Nunn, 
Bush, and Weldon Shoe Co., said that 
the company is on a full-time schedule 
turning out 2,500 pairs of shoes a day, 
a few more than a year ago. He said 
that the spring season has been back- 
ward, retarding trade, but in the last 
period the orders exceeded the produc- 
tion of the plant. Sales during three 
days of the period were 20 per cent 
over the production. The company has 
about 900 employees in its factory here. 

There is a good activity among the 
trade for the tan shoes now according 
to J. C. Johnson, sales manager of the 
company due to the fact that the tan 
season is here. Blacks are not as ac- 
tive as they have been and there is 
a heavier demand for tans than there 
was a year ago at this time, he re- 
ported. Mr. Johnson believes that tans 
may go well during the fall season 
also. He said that he recently had 
the opportunity of looking over lines 
of men’s clothing and they are light 
shades. If the tailors make light 
clothes for the men this fall, he said, 
the shoe manufacturers will have to 
turn out tans. He does not think that 
the tans for men will be as dark for 
Fall wear anyway, as is predicted now. 

The shoe trade is improving as the 
spring progresses and summer ap- 
proaches according to George F. Mayer, 
secretary of the F. Mayer Shoe Co., 
here, and the present production of the 
plant is now 3,500 pairs of shoes daily, 
about the same as a year ago. 

Fred W. Callies of the Rich Shoe 
Co., reported that the fall lines had 
been made up for the salesmen and 
include for the most part, black pat- 
ents, satins and suedes in _ straps, 
pumps, and oxfords. The Rich Com- 
pany has not made any browns yet 
for fall and Mr. Callies stated it will 
depend on what the call is for this 
shade. 





Johansen on Trip 


St. Louis—Harry G. Johansen, of 
Johansen Bros. Shoe Company left for 
California the early part of June to 
spend some time on the Pacific Coast. 
He shipped his car and will tour, visit- 
ing many of his customers in that 
State. rs. Johansen accompanied 
him on the trip. 








New Type Skiver Invented 


LYNN—T. J. Sullivan, of the T. J. 
Sullivan Shoe Co. has invented a belt 
knife machine, with an adjustment that 
causes the knife to cut on a curve, in- 
stead of on a straight line, as do all 
other belt knife machines. Mr. Sulli- 
van has set up the first model of this 
machine in his shoe factory. It is used 
for skiving the edges of leather cover- 
ings on wood heels, so that the shoe- 
makers can make edges of heel seats 
and heel breasts very smoothly and 
most precisely. A chief purpose of 
this machine is to improve styles in 
shoes. Mr. Sullivan has asked for 
patents on his invention, and the serial 
number of the patent application has 
been issued. 


Explorer Is Organizing 
Snake Hunting Expedition 


MILWAUKEE—Burr Nickl, explorer 
and adventurer, who appeared recently 
at the Palace Orpheum theater in Mil- 
waukee, announced while he was here 
that he will leave shortly for Peru, 
Chile, Borneo, India, and the south sea 
islands for a year’s trip during which 
time he will collect a cargo of snake 
skins of every color, valued at about 
$150,000. Mr. Nickl said that he be- 
lieves his expedition will be the first 
ever made to collect snakeskins for 
commercial purposes. 

The skins will be used for coats, 
handbags, cigar holders, shoes, cig- 
aret cases, and hats. Mr. Nickl said 
that within two years he thinks snake- 
skin will overshadow in popularity any 
other material used for trimming on 
shoes, handbags, clothing and other 
things. He has a contract with a St. 
Louis fur importing firm to travel 
through some of the greatest snake 
centers of the world and bring back 
about 20,000 skins of small-scaled 
snakes and lizards. 

He will have to go to different ter- 
ritories to get the different colors and 
he expects to bring back about 40 dis- 
tinct species of snakes, aside from the 
lizards, and 100 or so assorted species 
and colors. 

Mr. Nickl is 87 years of age and has 
been traveling in all parts of the world 
for 20 years. He has worn out 39 au- 
tomobiles and is now on his fortieth 
one. One of the cars went 200,000 
miles. He owns his own boat, a gaso- 
line driven ship equipped with sails. 
He will be accompanied by a physician, 
a secretary, two cooks, and three sail- 
ors. 





Mid-Western Shoe 
Wholesalers Form 
New Organization 





Sidney Eisman Heads New As- 
sociation Organized at Cin- 
cinnati Meeting Recently 


CINCINNATI, OHIO—A new associa- 
tion of shoe wholesalers, under the 
name of the National Shoe Whole- 
salers’ Council, was organized here last 
week by eighteen of the leading shoe 
wholesale firms who operate in the 
Middle West and Southern territories. 
The new organization is headed by 
Sidney J. Eisman of the Charles Meis 
Shoe Co. of this city, as president. 
Other officers are Ben Sinsheimer of 
Sinsheimer Brothers, Chicago, vice- 
president; Fred Brown of the Graham- 
Brown Shoe Co., Dallas, Tex., treas- 
urer, and George V. Weiss of the Ax- 
man-Weiss Shoe Co., Chicago, secre- 
tary. 

The object of the new organization 
is cooperation on problems of credit, 
returns, overhead and selling. The 
next meeting will be held in Chicago, 
June 27 and 28, when other Middle 
Western and Southern wholesalers are 
expected to join. 

At the organization meeting, the fol- 
lowing factors were present: 

George V. Weiss, Axman-Weiss Shoe 
Company, Chicago; Ed. Weisburg, 
Novelty Shoe Company, Chicago; Ben 
Sinsheimer, Sinsheimer Bros., Chicago; 
L. J. Bornhofer, Harper & Kirschten, 
Chicago; H. A. Cohen, Sam Levy Com- 
pany, Nashville, Tenn.; Mose Cohen, 
Mose Cohen Shoe Company, Nashville, 
Tenn.; C. A. Haviland, Western Shoe 
Company, Toledo, Ohio; H. G. Brahm, 
R. H. Lane & Company, Toledo, Ohio; 
Wm. Baily, Ainsworth Shoe Co., To- 
ledo, Ohio; Fred Roth, Whitney-Roth 
Company, Cleveland; Abe Rosenberg, 
B. (Rosenberg Sons, Inc., New Orleans; 
Fred Brown, Graham-Brown Shoe 
Company, Dallas; F. L. Doerr, F. L. 
Doerr Shoe Company, St. Louis; Abe 
Tober, Tober-Taifer Shoe Company, 
St. Louis; Chas. Longini, Mann & Lon- 
gini Shoe Company, Cincinnati; Tom 
McHugh, Marks & Stix Shoe Com- 
pany, Cincinnati; S. J. Eisman, Charles 
Meis Shoe Company, Cincinnati, and 
Wm. B. Levi, Shu Stiles, Inc., St. 
Louis. 


Sachs with Shu-Stiles 


St. Louis, Mo.—Irving Sachs, who 
was for several years identified with 
the St. Louis shoe industry, has re- 
turned, and is now associated with 
Shu-Stiles, Inc., as sales manager. 
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“Charlotte” 


All Patent 


40 Last—19/8 Spike Heel 
14 Last—14/8 Cuban Heel 


AA-C 


$6.00 
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ARTISTIC OFFERS 
Two Outstanding Hits of the Season 


IN STOCK 


Smart, perfect-fitting sandals that have sold in large 
volume. They afford you a real opportunity to offer 
your customers shoes of exceptional style appeal and 
profit possibilities. 


tte. Artistic Shoe Co. 


20/8 Spike Heel 
AA-C Factory & Showroom 
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$6.00 3OO Throop Ave., Brooklyn, NY. 


New York Office, Marbridge Bldg., 34th St. & B’way, Room 54 
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Imported Double-Soled Children’s Bare Foot Sandals 


STURDY, SOLID LEATHER STITCH DOWNS THAT CAN BE RESOLED 


GOLO OFFERS THESE DOUBLE STITCHED SANDALS AT 
ATTRACTIVE PRICES 


Assoriment 5-13 @ 87c 


Assortment 5- 8 @ 76c 
Assortment 5- 2 @ 88c 


Assortment 9-11 @ 90c 
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Showing the Resoling 
Feature of the Sandals 


SOLD IN 72 PAIR CASE LOTS ONLY 


GOLO SLIPPER COMPANY 


MAIN OFFICE BRANCH, SALES OFFICE 

















129 DUANE ST., NEW YORK 1654 REPUBLIC BLDG. 
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New Lindbergh Styles in 
Pumps—Oxfords—Boots 


LyNN—Lindbergh effects—Lindbergh 
pumps, oxfords and boots—and even 
“Lynnberg” leather. Pumps of this 
class are trimmed with airplane de- 
signs, and oxfords have airplane lines 
incorporated into their fronts. Lind- 
berg boots are modified Wellingtons, 
10 or 14 inches high, with heels 10/8 
or 14/8. Tops are of dull black calf, 
patent leather or Russia calf, with 
deep collars of contrasting materials. 
The patterns are simple. A “cowboy 
toe, heel and tread” style stands out 
amongst them. A flurry of interest in 
boots started last week. Nobody knows 
yet what it will amount to. 

Factories are quiet in early June. 
Manufacturers are marking time to see 
what is going to happen to prices. 
Leather is rising. Buyers resist in- 
creases in shoe prices. 

Style development goes on. One 
shop, making for immediate delivery, 
is getting out patents, white kids, 
mostly with color trims, tans, water 
snakes, satins, and a miscellaneous line 
of high colors. Another shop, not 
going to capacity, is making 75 per 
cent whites for immediate delivery. A 
third shop is making 80 per cent blacks, 
and a sprinkling of whites and colors. 
Excepting for the Lindbergh effects, 
Lynn styles for Summer are nearer 
staples than for several years. 

For early Fall, and other future 
business, Lynn will stick to blacks 
for as long as buyers will stay with 
them. More than half of the Fail 
shoes will be blacks. Suedes will run, 
and so will patents and satins, and 
there is more talk of black kid, fine 
grain, mat finish than for some time. 
Nearby tanners of calf are making 
much suede, chiefly in blacks and 
browns. A nearby tanner of kid, 
operating to capacity, is producing 
mostly stroller, briarwood and golden 
brown. Reptile grains are expected 
to sell in street and sport styles. A 
new satin is in geometrical designs, 
the designs being woven in. Last 
makers continue to talk of lower heels. 


Buchner Sails Again 


New York—S. Buchner, president 
of Leather de Luxe Company of New 
York, has sailed again for a four or 
five weeks’ sojourn in Europe. The 
purpose of this trip is to hurry along 
shipments of leather goods already 
ordered by shoe manufacturers for the 
Fall season. The response accorded 
the company’s new line has been most 
favorable, so much so that all goods 
are shipped out as fast as received. 

While abroad it is also Mr. Buchner’s 
intention to work up more new de- 
signs in fancy leathers, samples of 
which he will bring back with him. 

The Leather de Luxe Co.’s line was 
displayed at the recent Brooklyn Style 
Show, and the buyers who attended 
‘were very outspoken in their approval 
of what was shown. This organization 
anticipates the biggest business in its 
history for Fall. 





Fall Oxfords Featured 


HAVERHILL—Oxfords for the school 
and college trade are being featured 
by several of the local firms. Both the 
cut-out and closed-in types are being 
shown for early Fall. The closed-in 
types are largely restricted to the 
walking models, the cut-out effects be- 
ing more dressy and carrying high 
heels. Another line designed for the 
college trade is the broad one-strap 
pattern with Cuban heel. This number 
is being sampled heavily and is both 
smart and practical. 





Ideal Baby Shoe Company 
Celebrating Anniversary 


DANVERS,M ASS. 
—tThe Ideal Baby 
Shoe Co., which 
began business in 
this city in 1902 
in a very small 
factory, this year 
is celebrating its 
twenty-fifth an- 
niversary in 
much larger 
quarters with a 
capacity of 4000 
pairs a day. The 
plant turns out 
infants’ soft sole 





Mrs. A. L. Day 
footwear and shoes with semi-soft and 
hard soles for children up to three 
years of age. 

Actively in charge of all phases of 
the business is Mrs. Adra L. Day. The 
company was started by her and con- 


tinues under her management. The 
first factory was occupied by this com- 
pany from 1902 until 1906 when a new 
and larger plant was taken. Later, in 
1916, this plant was greatly enlarged. 
In 1926, still further expansion became 
necessary with the result that a new 
building was taken, filled to capacity, 
and a portion of the older one also 
utilized. 


Better Grade Plants Busier 
in the Brockton District 


BrocKTON—Manufacturers are clean- 
ing up on present orders and getting 
a few at once delivery orders to keep 
the plants going. Some of the factor- 
ies already are in process of stock- 
taking and not a few cutters are en- 
joying layoffs which are of from a 
week to ten days. Practically all the 
concerns here are approaching or in 
the process of taking annual inventory. 

Plants turning out the better grades, 
however. are a bit busier. Summer 
wear shoes, particularly sports, are 
being made up, and men’s work in this 
department is quite brisk. There has 
been a fairly good demand for whites 
for women, but blacks and millinery 
shoes continue most popular. 

Shoe shipments for the first five 
months of the year fell below last 
year’s total during May when 30,232 
cases were sent out from this center 
as compared with 32.246 in the cor- 
responding period of last year. Fig- 
ures for the first five months of this 
year total 154,664 cases as compared 
with 180,066 cases for the same period 
during 1926. 





Merchants Covering as 
White Demand Develops 


BostoN—Factories are fairly busy, 
as their shoe salesmen begin to send 
in orders for Fall. Orders for quick 
delivery on light colors, and white 
shoes, have come into plants during 
the last two weeks. It is evident that 
many merchants did not anticipate the 
demand for this almost staple June- 
time-wear shoe—for graduation, for 
weddings, and for church processions 
and pageants. 

Shoe manufacturers are generally 
optimistic about conditions for Fall. 
They have a well defined idea as to 
what the public will demand in the 
way of colors and patterns namely— 
that the bulk of the volume sellers in 
women’s shoes will be in plain patterns, 
built on graceful lines, in rich shades 
of tan, and in black with dainty trims, 
or with no trims whatever. 

Shoe wholesalers and many of the 
Boston sample rooms feature sandals 
in bright colors, plain or trimmed. 

One of the interesting ways of fea- 
turing the new and gay colored lea- 
thers appeared the past week in a 
Lincoln Street window. A black, a 
tan and a white shoe, in plain patterns, 
were shown, these resting on many 
folds of different colored leathers. In 
prints, the patterns noted were conser- 
vative. 


John B. Taylor Dead 


NEw YorK—John B. Taylor, a figure 
in the shoe trade in upper New York 
State years ago, a founder of the 
Northern New York Utilities, Inc., died 
unexpectedly last Monday at his home, 
1160 Park Avenue, of apoplexy. He 
was fifty-eight years old. 

His wife, Mrs. Edith MacMillan Tay- 

lor, the only daughter of Governor 
Roswell P. Flower, whom he married in 
1912, and two daughters and a son by 
a former marriage, survive. Bertrand 
L. Taylor of 540 Park Avenue, his 
brother, is abroad. Funeral services 
were held Thursday in Watertown, 
ae & 
Mr. Taylor was well known in ciub 
circles in Watertown and New York. 
He entered the boot and shoe industry 
in Watertown with his brother almost 
forty years ago, but later he became 
interested in public utilities. 





Men’s Slipper Trade Better 


HAVERHILL—The men’s slipper busi- 
ness, restricted to a half-dozen local 
factories, but nevertheless an impor- 
tant between-season production factor, 
is showing gains. The cutting on the 
men’s slipper lines is beginning on 
merchandise designed for the Christ- 
mas trade. Haverhill has the name of 
making some of the finest men’s slip- 
pers in the world and each succeeding 
year finds further prestige added. Men’s 
opera slippers and dancing pumps of 
the very finest quality come from “The 
Slipper City.” Colors are showing in 
the men’s lines, not to be outdone by 
the color mode in the women’s trade. 
The use of iridescent patent is a 
notable feature. 
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It’s coming — — 


“THE SPIRIT OF ST. LOUIS” 


Watch for our Watch for our 
salesmen salesmen 


A speedy sensation in footwear. It will land 
next week. See next week’s issue of The 
Boot and Shoe Recorder. 


TOBER-SAIFER SHOE CO. 


Manufacturers and Distributors of Novelty Footwear in Stock 
1312 WASHINGTON AVE. ST. LOUIS, MO. 
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f=< This Is the Boot— 
W019 The COLT AVIATOR 
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ms ie WITH WHICH BOTH 
CAPT’N CHARLES A. LINDBERGH 
AND 


THE BYRD EXPEDITION 


TRANSATLANTIC FLIERS 
EQUIPPED THEMSELVES FOR THE “HOP” 


Another proof of the fact that those demanding everything that is 
best and newest by choice select the Colt Product. 


This boot is made of the highest grade willow calf, best sole leather, 
full calf lined, and patterned to be perfect form fitting. 


$18.00 Per Pair—In Stock 
COLT CROMWELL CO., INC. ‘ew york 





The Aviator Boot 
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A window suggestion, 
featuring canvas rub- 
ber-soled shoes in an 
“outdoor” trim. If a 
scenic panel is not 
available, a mirror, 
festooned with arti- 
ficial or natural foli- 
age, set into a back- 
ground of moss green 
velour or grass green 
beaver board panels, 
would be effective. A 
grass rug would give 
another touch of 
realism 


Vacation Time—And Canvas Shoes 


Sport Trims Will Increase Your Volume 


HIS is the season of the year 

| to show canvas rubber soled 
shoes. Vacation days are at 
hand—the very days to display 
children’s canvas, rubber soled 
shoes. Already the little folks are 
crossing the threshold of the school 
for a ten to twelve weeks’ life of play 
in “The Great Outdoors.” The chil- 
dren are looking around for canvas 
rubber soled shoes to wear in the 
summer camp; to wear in the pub- 
lic playground of the city; or to 
wear on so many play occasions in 
the country or at the seashore. Can- 
vas rubber soled shoes are as indis- 
pensable to the feet of the boy and 
girl as are the clothes they wear on 
their backs. Every child in your 
community should have at least one 
pair of canvas rubber soled shoes 
in the family footwear wardrobe. 


HY not arrange a special win- 

dow showing canvas rubber 
soled shoes for the entire family? 
Father and mother, and all of the 
grown-ups in a community should 
also include in their footwear collec- 
tion at least one pair of canvas rub- 
ber soled shoes. Not only do grown- 
ups require canvas rubber soled 
shoes for tennis, or basketball and 
general vacation use, but grown- 
ups also need canvas rubber soled 
shoes for home garden use. Gar- 
dening has become one of the 
“fashionable” outdoor sports for 


adults in every corner of the land. 
The average woman likes to talk 
about “my garden.” The woman of 
wealth and leisure likes to play at 
gardening; she likes to do just a 
little digging, and more directing, 
as to the beautifying of her 
grounds, and she likes to be appro- 
priately dressed on those morning 





ASK ME ANOTHER? 


Answers to these will be 
published in the “Recorder’s” 
Rubber Letter of June 25. 


1—What is latex? 

2—How did rubber get its name? 

3—How old is a rubber tree be- 
fore it is tapped? 

4— What is a calender? 

5—What liquid is injurious to 
rubber? 

6—When was India rubber first 
recorded as a_ substance 
which could be used for com- 
mercial purposes? 

7—When, where, and by whom 
were the first rubber shoes 
brought to America? 

8—By whom and when was the 
process of vulcanization dis- 
covered? 

9—From what countries does 
rubber come? 

10—Name some American com- 
panies who own ru 
plantations and in what 
countries they are located. 











occasions spent in the garden. Her 

garden ensemble will include can- 

vas rubber soled shoes, if they are 

called to her attention. For this 

purpose not only white canvas ox-— 
fords and white canvas high shoes, 

but brown and black canvas, rub- 

ber soled shoes should be shown. 


HE outdoor atmosphere window 

is more than ever important in 
these summer days of 1927 when 
practically every town and city of 
the United States has one or more 
golf courses which are crowded 
every Saturday and Sunday after- 
noon; when practically everyone is 
attending baseball games and other 
outdoor games, which bring into the 
open and in front of the store’s 
windows, thousands and thousands 
of people, day in and day out. And 
then, there are the approximately 
25,000 theaters in the United States, 
seating 10,000,000 people. It is es- 
timated that there were 3,500,000,- 
000 paid admissions to theaters in 
1925; this number has greatly in- 
creased since that time. In going 
and coming from the theater folks 
must be out of doors—they must 
pass the shoe store window. If a 
trim is seasonal—and especially in 
the summer, if it features play in 
the great outdoors, with canvas 
rubber soled shoes for this play, 
the merchant should surely sell 
more pairs. 
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WHERE TO BUY 
Men’s Shoes 





RADE ONLY” 


EAST WEYMOUTH. MASS. U.S.A. 











HENRY LILLY CO. 
110 Duane St. New York 


AUCTION TRADE SALES of 


SHOES and RUBBERS 


Every Wednesday and Friday 











Tue 


SHOE 


(P) reg mae (P) 
BROCKTON 


NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


H. W. COOK, President 
Syracuse, N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 




















Stacy Adams Co. 

Manufacturers of 

MEN’S FINE 
SHOES 


Brockton, Mass. 

















Richards & Brennan Co., Randolph, Mass. 


" arate nl L\ 
B Shoes for Men 

COMMONWEALTH SHOE & LEATHER CO. 
WHITMAN, MASS. 
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E. C. Girvan, 
Treasurer 


SYRACUSE, N. Y.—The Syracuse Re- 
tail Shoe Salesmen’s Association re- 
cently held its annual meeting, and 
elected the following officers: Presi- 
dent, W. Reid; Vice-President, J. J. 
Guggenheim; Secretary, H. C. Cope- 
land; Treasurer, E. C. Girvan. Ex- 
ecutive Committee—T. H. Fairbairn, 
Chairman, W. D. Robb, J. R. Forbes, 
P. P. Brown, and M. J. Ryan. A din- 
ner and interesting entertainment took 
place in charge of the following mem- 
bers and officers—Messrs. Weber, Robb, 
Girvan, Melanson, and Fairbairn. The 
keynote of the meeting and the slogan 
of work for the 1927-28 season was 
“Enthusiasm in Getting More Shoes 
Sold Right and Co-operation With 
Merchant Employers.” W. D. Robb 
and J. Ozur were appointed as a recep- 





William Reid, 
President 





Syracuse Salesmen Elects Officers 





J. J. Guggenheim, 
Vice-President 


tion committee. 

The following were elected as new 
members: R. B. VanScoy, Sterling 
Shoe Store; J. A. Metzger and H. H. 
Marshall of Park-Branock Shoe Store; 
H. Avery and O. J. Moss of Endicott- 
Johnson Shoe Store; E. M. Reilly of 
the Besse System Shoe Store; E. L. 
Bresson, Jr., of U. S. Rubber Co.; H. 
C. Anson, G. R. Kinney Co.; J. Damico, 
Damico Repair Shop; Lester Gordon, 
C. A. Horsington, Merle Rush and H. 
L. Melody of Walk-Over Boot Shop; 
R. M. Baker and A. P. Melanson of 
Park-Brannock Co.; R. B. O’Mclia of 
Hamilton’s. 

The outing, held on June 7, and 
which was well attended by retail 
shoe merchants, and other members of 
the trade, was a big success. 








New Orleans Merchants 
Doing Business as Usual 


New ORLEANS, La.—The following 
is an excerpt from a letter written by 
one of the city’s prominent bankers to 
the head of a large financial institution 
in New York, who sought accurate in- 
formation regarding the local situa- 
tion: “We are delighted to assure you 
that New Orleans is safe from the 
flood waters of the Mississippi River. 
There is absolutely no danger here of 
any sort; in fact, the writer is quite 
certain that New Orleans is the safest 
city in the world. The situation as far 
north of us as Baton Rouge, La., over 
one hundred miles away, is perfectly 
secure, and there is no danger between 
here and there. Our sympathy joins 
with that of all the people of the 
United States of America in the suffer- 
ing that the people of the upper Miss- 
issippi valley are experiencing, and 
New Orleans is making heroic efforts 
in rendering aid and succor to the poor 
victims of this stupendous flood. We 
appreciate what our Northern and 
Eastern brothers are doing for them, 
but we also ask that in due time you 
will request your senators and con- 
gressmen to aid in passing legislation 
for flood control, the importance of 
which you fully estimate.” 

William A. Camps, who represents 
the Atkinson Shoe Co. in New Orleans 
and other sections of the South, states 
that he recently visited the following 
stores and found all. doing a good busi- 
ness: Ralph P. Levy, General Manager 
of M. Porkorny Stores; Emile Hymel, 
Manager of Marks Isaacs Shoe Depart- 
ment; Philip Schiro, Manager of A. P. 











Schiro, Inc.; David Burnstein, Man- 





ager of Tulane Shop; Isadore Jacobs, 
Prop. of Walk-Over Stores; Louis 
Sporl, J. Hyp Ravain, Prop. of Ravain 
Stores; W. L. Campo, Manager of C. 
A. Kaufman Company Shoe Depart- 
ment; Morris Burnstein, Prop. of Econ- 
omy Shoe Department and Cinderella 
Boot Shop. He also reports that these 
retail shoe merchants told him that 
they had no cause to complain about 
conditions; that they are only too glad 
to give the shoe travelers’ samples a 
“look-over,” and that they intend to 
order shoes, and to do business, just 
as-regularly as in the past. 





Open New Cleveland Shop 


CLEVELAND (UTPS)—Maurice H. 
Leibowitz, proprietor of The Maison 
Maurice Co., announces the opening of 
two neighborhood shoe and millinery 
stores. One of these stores is located 
at St. Clair Avenue and 152nd Street 
and the other at the corner of Buckeye 
Road and East 117th Street. They are 
run on a similar plan to the main store 
at 1104 Euclid Avenue. 

The new acquirements will complete 
a four store chain including three in 
Cleveland and one at Akron, Ohio. 
Jack Kimmel is the new assistant man- 
ager of the main Euclid Avenue shop 
while James C. Gullen has been made 
assistant manager of the chain. Earl 
While is manager of the store at Akron, 
Ohio. 

Maurice H. Leibowitz formerly 
leased out the shoe department of his 
main store to Le Moos Co., Inc., but 
took over the interests of that company 
in March, 1927. The shoe department 
in the rear subsequently was altered 
for more efficient operation. 
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AVERAGING 
ys 
Zo GROSS PROFIT4O 


is a wonder. 
profit. 


to less than cost. 
load of the loss on the 25%. 


—Ed. Note.) 





Merchandising Fundamentals 
By Ernest A. Burrill 


Retail Contact Man, Geo. E. Keith Co. 


“257% TOTAL 


Sales 30000 6660 36660 


CostSalesI8.000 6000 24000 
Gioss Profit!2000 660 12.660 





Any merchant who buys his women’s shoes with 75% of efficiency 
If one-fourth of the sales are made at less than 
first established prices and yield only 10% gross profit, the other 
three-quarters must be sold at an average of 40 per cent gross 
profit if the whole amount is to yield an average of 35% gross 


Failure to provide for this situation is the one big thing wrong 
with the average shoe business today. 

Most dealers have little trouble in selling the first 18 pairs of a 
24 pair buy. But the sale of the last 6 pairs is where the profit 
lies. That 10% is the result of all the way from 25% mark-up 
The 75% which sells regular must bear the 


(The fifth of a series of ten merchandising sermons in tabloid form. 


IO% 35.5% 








Many Golf Shoes Sell 


BostoN—Marcus McWeeny, shoe 
buyer at Kennedy’s, has recently been 
stimulating his business through spe- 
cial golf shoe trims. Two-thirds of 
one of the big windows on Summer 
Street is allowed Mr. McWeeny for 
his displays of shoes. For his recent 
sport trim, Mr. McWeeny took one-half 
of the two-thirds and featured pictures 
of the favorite golf champions, “in ac- 
tion,” at nearby golf courses. He 
showed golf shoes, with several types 
of sport soles, as well as the spiked 
leather sole and with uppers, plain, 
and in color combinations. As a re- 
sult, the trade on golf shoes at Ken- 
nedy’s for the week was as large as 


the regular trade of the store. One of. 


the big days of the big golf shoe week 
broke all shoe selling records in the 
history of Kennedy’s. Mr. McWeeny 
has been making a splendid increase in 
business each month since his connec- 
tion with this store, some fourteen 
months ago—in fact, he has been beat- 
ing his own figures every month. 





New Faye Department 


BALTIMORE, Mp.—A new Faye foot- 
wear department has been opened by 
Hess, 8 East Baltimore Street. This 
special department is located on the 
third floor of the building. In it Faye 
footwear at one conservative price is 
being featured. All the newest modes 
in women’s footwear are offered in the 
group, including pastels, patents, tans, 
novelties in straps, ties, oxfords and 
cut-outs. This special department has 
been opened to meet a growing need of 
the store, and also to meet the conser- 
vative requirements of the young miss 
and business woman. 





Hallahan’s Remodeling 
Philadelphia Stores 


PHILADELPHIA, Pa. (UTPS)—Charles 
E. Hallahan, Inc., distinctly a Phila- 
delphia institution of long standing in 
the shoe trade, is making improve- 
ments to three of its stores here. The 
main store at 940 Market Street is 
having a new bulk window installed. 
Here the very latest and most fashion- 
able in Summer and Fall footwear will 
be on display during the next six 
months. 

The management believes that what 
catches the eye will usually sell with- 
out any trouble. In line with this 
policy Hallahan’s Market Street store 
is now advertising extensively the 
“Miss Nowaday,” $6 special models 
in ladies’ slippers. The catchy slogan 
is going over big. 

Charles E. Hallahan, Inc., is also 
enlarging its branch stores in German- 
town and West Philadelphia. Accord- 
ing to the management the ceiling 
space in the branch stores at 5723 
Germantown avenue and Fifty-second 
and Spruce streets has been greatly in- 
creased; new bulk windows are being 
installed and the stores made more 
modern throughout. 





Jones Touring Europe 


MONTGOMERY, ALA.—J. Nick Jones, 
president of the Bullock Shoe Co., re- 
cently sailed from New York City on 
the S. S. Belgenland for Ostend, Bel- 
gium, to attend the International Ro- 
tary convention. Mr. Jones and his 
wife leave Ostend on June 12 for a two 
months’ trip through the principal Eu- 
ropean cities, partly for pleasure, but 
principally to study shoe styling and 
shoe conditions “Over There.” 





WHERE TO BUY 
Men’s Shoes 











oof oe 


SOMES atc 


50 STYLES IN STOCK 
Ready for Delivery on the Det 


EMERSON SHOE MFG. CO. 
Rockland, Mass. 

















HAND TAILORED’ 
HAND LASTED 


BIon F-REYNOLDs Cou, 
BROCKTON MASS. 








STOCK DEPT. 5 


SNAPPY SNAPPY 
ACTION! STYLES! 
“They've Cot to Be Stetson 
te Be Snappy” 
THE STETSON SHOE CO., Inc. 
South Weymouth, Mass. 














WHERE TO BUY 
Standard Shoe Materials 


est Virginia 


Scientifically manufactured to an exact 
Uniformity of Quality. 
Pulp Products Department 
WestVirginia Pulp & PaperCompany 
Detroit New York Chicago 

















The One 
Waterproof 
Leather That 
Takes and Ro 
tains a Polish 
CREESE & COOK CO. 


Tanneries at Deavereport, 95 South St., Boston. Mass. 




















Strong and Flexible 


© Counter Board 
Lone, Biber 

j Leong Fiber 

alle 4. 


The Sterling Fiber Board Ce. 
Sales Office, 501 Fifth Avenue, 
New York 
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WHERE TO BUY 


Shoe Ornaments 














ZER BRO 
Newest Importations . 
Cut Steel and Rhinestone 


SHOE ORN, 
Studded Heels 
6°8W32ndSt.New 


WHERE TO BUY 


Men’s & Women’s 
Slippers 











Men's All Leather House Slippers 


IN STOCK 
Bomeos —— 


vere 
@olden Brown Kid 
—Hand Turned—8 
Iron Sole—Rubber 






Send fer Bamples 
ROTH & ROSENBERG SHOE CO. 
124 N. 3rd St., Philadelphia 








kid 
tum; rubber heel; 
rights and lefts: 8 to 8. 
WM. SUMNER SMITH 
825 Monree Street 
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Novelty SlipperCo. 


Makers of 


Boudoir Slippers of the 
Better Kind 


121-131 West 19th Street 














REOISTEREO 
RED BLA <=> 


New York City 
Foot 
The Quality 
Pullman Slipper 
CK TAN 
wan Shoe Co., Baltimore, Md. 
PARISTYLE FOOTWEAR MFG. CO., INC. 























Beal’s Stage Sale with 
Flood Cancellations 


DENVER, CoLo. (UTPS)—Beal’s ac- 
cording to their announcement, have 
purchased 5000 pairs of women’s shoes 
from St. Louis manufacturers who had 
the shoes thrown back on them by the 
cancellations of merchants in_ the 
flooded area. These shoes were bought 
for 25 cents on the dollar, and comprise 
more than 300 models. A set price of 
$2.95 has been placed on all, the orig- 
inal selling prices of which were $6, 
$8 and $10. As the miscellany con- 
tains many smart summer novelties 
there was considerable inducement, 
outside of the price reduction, for the 
ladies to “look ’em over.” The sale was 
advertised in the manner spectacular, 
much newspaper sp&ce being consumed, 
headed usually with a graphic picture 
of the flood scene, so that the portent 
of the sale struck one instantly. About 
1000 pairs of these shoes were dis- 
played in the store’s large windows. 


Self Service Store Opens 


JONESBORO, ARK.—Jones Bros. Self- 
Service Shoe Store opened to the pub- 
lic on May 21 last. This store is lo- 
cated upstairs, over the present store, 
320% Main Street, and draws trade 
by the slogan “Come Up Where Prices 
are Down.” Popular priced shoes for 
men, women and children are featured 
at four prices—$1.85, $2.85, $3.85 and 
$4.85. A large poster printed in black 
ink on white paper published photo- 
graphs of the four Jones brothers, in- 
vited the public to attend the inaugu- 
ration of the new, upstairs, self-service 
department, and explained to the pub- 
lie that the popular prices were made 
possible on account of practically no 
overhead and also because of their 
personal connections with one of the 
leading factories of a big city. Cus- 
tomers were invited to make their own 
selections, while Jones Brothers fitted 
their feet. The main store of the 
downstairs store of Jones Bros. carries 
shoes and hosiery, and has been in busi- 
ness here for eight years. Jones 
Bros. state that the growth in their 
business has justified this program of 
expansion. 


N’ West’n Meet March 12-14 


MINNEAPOLIS, MINN. (UTPS)—The 
board of the Northwestern Shoe Retail- 
ers Association has chosen dates for 
the 1928 meeting as March 12-14. The 
convention city is Minneapolis, St. Paul 
having done the honors this year. O. 
J. Benton of Austin, Minn., is presi- 
dent. 


Fletcher Buys Department 


CANTON, OHIO (UTPS)—Phillip C. 
Fletcher of the shoe department of the 
Klein-Heffeman company department 
store has recently bought out his part- 
ner, W. R. McAttee, and is now sole 
owner of the department. 


Off to Europe 


Boston—Frank A. Mueller, shoe 
buyer at R. H. White Co., sailed on 
The Aquitania last week for a six 
weeks’ European trip. 

















Horton Shoe Co. Moving 


CANTON, OHIO (UTPS)—H. M. Hor- 
ton, of the Horton Shoe Company, is. 
conducting a removal sale with a great 
reduction of prices. Some $16 shoes. 
are going for $7.95 and other reduc- 
tions are in the same ratio, while there 
is a general cleanup of high shoes,. 
tennis shoes, odd sizes and styles on the 
$1 and $1.98 tables. The Horton Shoe 
Company, which has been in its present 
location for fifteen years, 134 Market 
Avenue North, will be moved to a new 
location, as yet unannounced, July 1. 





Haverhill Manufacturers 
See Better Times Ahead 


HAVERHILL—More optimism pervades 
the local shoe industry as the new 
season approaches and style problems 
become better understood. Plainer 
styles and better shoemaking are con- 
ceded for the new season. 

The passing of the ultra-fancy foot- 
gear comes as a welcome relief to most 
producers who have had to sacrifice 
pair production and incur many pro- 
duction hazards to supply the novelty 
types. The turn shoe manufacturers 
are particularly encouraged by the 
Fall outlook and it is freely stated by 
the better grade producers that the 
turn shoe is going to be more popular 
than in a long period. 

The run to plainer patterns will be 
more noticeable in the turn lines, prob- 
ably, than in the McKays where the 
style scope will be somewhat broader. 
The high heel is relegated somewhat 
to the background with the Cuban as- 
suming attention and giving assurance 
of wide use throughout the Fall season. 

Black continues the predominating 
color with black patent and black satin 
spoken of highly for Fall. Suede, 
ooze, and even kid make up the Fall 
blacks. Several shades of brown or 
tan appear in the colors. Oxfords 
will have a place in late-season trad- 
ing with the seven-eyelet numbers 
specially popular. Early opening of 
Fall buying is seen in the turn indus- 
try, with words of encouragement com- 
ing from salesmen on the road. 


Further Advances Noted 
in Upper Leather Prices 


BostoN—Purchases of leather dur- 
ing the past week show that some shoe 
manufacturers are covering against 
possible further price advances. Sev- 
eral good-sized orders of calf and kid 
leathers for immediate and future de- 
livery, are reported. The stroller tan 
shade is a favorite in kid. 

It is stated that some buyers who 
refused to pay a cent more a foot for 
patent leather a month ago, have re- 
cently returned and have bought at a 
three-cent advance. Sole and offal 
leathers have sold well at another 
slight advance over the past two 
weeks; cut soles are also a little higher 
in price. Colored and black sides for 
dress shoes have advanced, as have, 
also, low grades in calf that sell in 
competition with side leather. Black 
and colored calf sales for men’s shoes 
are about evenly divided. Women’s 
shoe manufacturers continue to pur- 
chase tans and browns. Tan suede is 
becoming more active. 
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Stephen Succeeds Sirois 


MINNEAPOLIS, MINN. (UTPS)—M. 
W. Stephen has succeeded John Sirois 
as buyer and manager in the Standard 
Clothing House shoe department. He 
has been assistant in this position for 
more than eight years. Mr. Sirois is 
now manager for C. M. Stendal’s shoe 
store. 


Gives the Women a Real 
Smoking Club in Store 


BALTIMORE, Mp. (UTPS)—What is 
regarded as an innovation in shoe de- 
partments has been introduced or in- 
augurated by Hutzler Brothers. This 
is a separate section adjoining the shoe 
department proper where women may 
come and smoke while waiting to be 
fitted out in their new footwear. This 
section, arranged so that it is somewhat 
cut off from the shoe department 
proper, is furnished with overstuffed 
furniture consisting of chairs and 
davenports. All of these have ash 
trays attached to them. The section 
is in no way a lounge room, its intro- 
duction being merely to meet the desire 
of many women for the greatest com- 
fort possible while shopping for foot- 
wear. The section is very attractively 
arranged and serving its purpose ad- 
mirably. 


Burnstein Owns Economy 


New ORLEANS, LA.—Since the dis- 
solution of the old firm of Burnstein & 
Burnstein (Tulane Shoe Shop), Morris 
Burnstein, formerly with the Tulane 
Shoe Shop, now owns and operates the 
Economy shoe department at 1620 
Dryades Street, and the Cinderella 
Boot Shop, at 1726 Dryades Street. 
Morris Burnstein manages the Econ- 
omy shoe department, while Abie 
a manages the Cinderella Boot 

op. 


Berkson Back in Duluth 


DULUTH, MINN. (UTPS)—A. M. 
Berkson, manager of the Princess 
Bootery, Columbus, Ohio, has returned 
after a year’s absence to take manage- 
ment of the basement shoe department 
of Silberstein & Bondy. He is residing 
with his mother, Mrs. J. Berkson. 





Juvenile Shop for Dallas 


DALLAS, TEx.—Dallas’ first and only 
exclusive juvenile shoe store, known as 
The Kiddies’ Shoe Store, will open for 
business about July 1. Sam Frankel 
and J. O. Hill are the owners. Com- 
plete lines will be carried for big and 
little boys and girls. 





J. Gratzel Opens Store 


West ALLIS, Wis.— The National 
Avenue Shoe Store has been opened 
at 6324 National Avenue in this city 
by Joseph Gratzel. He is carrying a 
complete line of men’s, boys’ and chil- 
dren’s footwear. 
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Petot Prices Advanced 
and Volume Still Holds 


CLEVELAND, OHIO(UTPS)—The April 
price increase from $5 to $5.50 caused 
no decline in trade at the Petot Shoe 
Co. stores according to J. J. Scott, 
general manager. On the contrary, 
these stores have shown a greater in- 
crease in profits and no loss in number 
of sales. 

New prices went into effect at the 
thirteen Petot stores throughout the 
country at about the same time. Like- 
wise a change in price was instituted 
in the four Bronce shoe stores under 
control of the Petot organization. 
Shoes in the latter stores formerly sold 
for $3.85 and now retail at $4.85. 
Quality has increased in both groups 
with the change in markings. Mr. 
Scott states that the recent change has 
taken the Petot shoe stores out of the 
competitive price class and brought 
them up into a merchandising compe- 
tition. Many old patrons, who had 
traded at Petot stores under the $6 
price range of a few years ago, have 
come back since the change and ex- 
pressed confidence in the better class 
merchandise now on display. Better 
values, bigger profits, and increased 
good will, are resultant from the April 
price shift. 


J. D. Ashdown Dead 


IrHaca, N. Y.—J. D. Ashdown, a 
member of the Ashdown family, oper- 
ating the Ashdown Boot Shop, Inc., one 
of the high grade shoe stores of this 
city, is dead. Mr. Ashdown had the 
respect and admiration of a wide circle 
of friends in the trade. He was in the 
service during the late war and con- 
tracted a severe illness from which he 
never fully recovered. He was affec- 
tionately known as “Dude” Ashdown, 
on account of the fact that he was such 
a good dresser, but best will be remem- 
bered by his kindly manner and 
genial disposition. J. D. Ashdown was 
a great lover of dogs, and had raised 
a very fine breed of setters and point- 
ers. John S. Whittemore, one of his 
many friends among the boys on the 
road, in sending us this news item 
said, “You cannot pay too great a trib- 
ute to J. D. Ashdown. Everybody who 
had ever met J. D. Ashdown thought 
the world of him.” Mr. Ashdown was 
a prominent member of the Elks and 
other societies. He leaves a father, 
Fred Ashdown, head of the Ashdown 
Boot Shop, Inc., a mother and a sister. 


Talks Foot Health 


Boston—Dr. Joseph Lelyveld, chief 
clinician of the Foot Clinics of Boston, 
recently returned to his duties here 
after a trip to New York, where he 
gave a talk before the students of Co- 
lumbia University on “Care of the 
Feet.” He also delivered a lecture in 
“The Big Burg” before the Academy 
of Podiatry on “The Future of 
Cooperation with Retail Shoe Mer- 
chants in the Promotion of Foot 
Health:” and en route to New York 
stopped off at the “Green Mountain 
State” to deliver lectures at both ses- 
sions of the Vermont Orthopedic Asso- 
ciation on “The Possibilities of Making 
ym of the Feet of School Chil- 
ren.” 











WHERE TO BUY 
Ballet Slippers 





EW ALLETS 
and Turn, Viei Kid 
Improved In Steck 


Toe: Child’s $I. a HH 
isses’ $1.20; Wom 
$i. 25. Hard toe: Child's 
$2.25 Misses’ $2.30; 
Women's $2.35. 


weed -) > ee Metropolitan Sitpper, Ce. 
Samples on Request Everything te A _ Bey 











BALLET SLIPPERS-IN STOCK 
of the unusual ited 
Bi02 7 , Sneed & 
$6 ‘o sr 3 
Tiesee ti, to 2— 1.40 
Women's 2" te 8— 1.45 


Also Hard Toes | 
SCHWARTZ HERDER, Inc. 


Specialists in Ballet Manufacture 
241 No. 11th Street - Philadelphia, Pa. 








HAND TURNED, BLACK KID 


BALLET SLIPPERS 
In STOCK 
Women’s, $1.35; 
Misses’ ,$ 1.30; 
Children’s, $1.25. 
Send for Mail orders prompt- 
Samples. ly attended to. 






ROTH ¢ ROSENBERG SHOE CO, 
124 N. 3rd St., Philadelphia 
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Im Stock Black Bal- 
let Slippers 
Ladies’ $1.25 pr. 
Misses’ i: 20 pr. 
Childs’ H:f0 pr. 
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LYONS AND COMPANY 
Hand Turn BALLETS 
Wo's. Miss’. Chd’s, 
$1.45 $1.40 $1.35 

Also Hard Toes 
IN STOCK 

Send for Samples 
122-124 Duane St. 
New York, N. Y 


















WHERE TO BUY 


Miscellaneous 








STUDY CHIROPODY 


Make ssece to $15,000 a Year 
Become « Doctor Surgical Chiropody. The 


enly un 

in world. Faculty ef physicians, surgeons, chirop- 

odists. Finest laboratories and equipment. Feur- 

teenth successful year. Entrance requirements, 4 

fy high school er equivalent. Course, 2 years. 
classes, October. Opportunities te earn way 

while studying. Write fer catalog. Dept. B. 
ILLINOIS COLLEGE OF CHIROPODY 

1327 N. Clark Street, Chicage 

















ATLANTIC PRINTING CO. 
SEAVER-HOWLAND PRESS 


Producers of Distinctive Shoe 
Catalogues and Shoe Booklets 


470 Atlantic Avenue Boston, Mass. 
Telephone LIBerty 8673 
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WHERE TO BUY 


Women’s Novelties 














” 
“Shu-Valyou 
Samples sent and 

returnable at 
our expense. 
Samuel Cohen 


Shoe Co. 
72-82 Lincoln 








Boston, Mass. , 


‘ o 











Latest Styles at 

Popular Prices 

SS Always in Stock. ~ 
143 ST.~NEW YORK 
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WHERE TO BUY 


Heel Protectors 


6 hE ee 








ICE 
PRI $7 DOZEN 
162 Union St. 
MEMPHIS, TENN. 





PATENT APPLIED FOR 














WHERE TO BUY 
Children’s Shoes 








“ELAM” 
FlexibleTurn Shoes 
For the Jobbing Trade Exclusively 


F. S. ELAM SHOE Co. 
ROCHESTER, N. Y. 
Boston Office, 183 Essex Street 











Open Last Plant 


PorTsMOUTH, OHIO (UTPS)—An- 
nouncement is made by officials of the 
Vulvan Last Co., of Portsmouth, that 
plant No. 10 of the company, located at 
Effingham, Ill., was formally opened 
June 4 by a program of speechmaking. 
The new plant is one of the most mod- 
ern of the company’s various plants. 
Mayor Wernsing of Effingham wel- 
comed the officials, and talks were made 
by C. E. Dowling, who is manager of 
the Effingham plant, C. A. Hollaway, 
an. official of the company, George D. 
Selby, head of the Seiby Shoe Co., of 
Portsmouth, and W. J. Burke, presi- 
_ and founder of the Vulvan Last 





Shoe Trade Shows Gain 
in St. Louis District 





Advance Buying Stimulated 
by Price Increases 


St. Lours—The Federal Reserve Bank 
of St. Louis in its monthly review of 
business conditions in the Eighth dis- 
trict reports business in this district 
during the past thirty days as develop- 
ing a declining tendency. In contrast 
with earlier months this year and in 
a majority of lines investigated, the 
volume of sales fell below that of the 
corresponding period of last year. 

The chief influencing factors in the 
decreased activity were the unpre- 
cedented flood conditions along the 
Mississippi River and its tributaries 
and the unseasonable weather. Low 
temperatures and almost continuous 
heavy rains held down the distribution 
of merchandise of all descriptions, but 
more particularly seasonal goods. 
Throughout the important trade terri- 
tory directly affected by the overflow, 
great property damage was suffered 
and agricultural operations were 
brought to a standstill or seriously 
delayed. 

Wholesalers dealing in lines for 
ordinary consumption report a further 
shrinkage in orders for future delivery, 
the one exception being boots and 
shoes. The following report is made 
on the shoe industry in this district: 

“April sales of the seven reporting 
interests were 4.0 per cent smaller than 
during the preceding month but 5.3 
per cent in excess of the April, 1926, 
total. Stocks on May 1 were 5.9 per 
cent larger than a month earlier and 
18.8 per cent less than at the same date 
last year. 

“Following the curtailment at fac- 
tories preceding the taking of inven- 
tories in April, operations have been 
increased and at the end of the month 
were at about 90 per cent capacity. 
In sympathy with the recent rise in 
raw material values, finished goods 
were advanced. the average on all lines 
being from 2.5 to 3.0 per cent. The 
prospective upturn in prices had a 
stimulating effect on advance buying, 
future orders of several of the report- 
ing firms being larger than at any 
time this year.” 





Union Pickets Enjoined 


BROOKLYN, N. Y.—Justice Fawcett in 
Supreme Court last week enjoined the 
Shoe Workers Protective Union and 
District Council No. 2 of that organi- 
zation from picketing the factory of 
the Clarendon Shoe Co., Inc., at 372 
Classon Avenue, or in any way inter- 
fering with its employees. 

An affidavit by Simon Fink, presi- 
dent of the shoe company, stated that 
even before the company began manu- 
facturing, after its incorporation, there 
were pickets in front of the door, and 
that after work began on the open shop 
plan the employees were assaulted and 
intimidated, and that various members 
of the union were arrested, one man 
being fined and another held for the 
grand jury for following a worker and 
knocking him unconscious with a brick. 








Mr. Storeman Pays a Visit 
to Dr. Doe 


(CONTINUED FROM PAGE 29) 


(At the Chamber of Commerce noon- 
day luncheon two weeks later, when 
Drs. Foote, Tooth and Head get to- 
gether.) 

“Hello, there, Doctor Foote. Thank 
you for referring Mr. Storeman to me 
for his dental work. He had a rather 
severe condition that I think was caus- 
ing a general toxemia, but I think we 
have him on the road to recovery now.” 

“Hello, there, Doctor Tooth. Say, I 
want to compliment you and Doctor 
Foote here on the way you two fellows 
brought young Storeman out of his 
troubles. He is doing well now and 
says you two men are excellent. He 
was in the other day and paid me for 
taking care of his wife and baby. He 
was a happy boy because he has been 
given a raise and is in line for ad- 
vancement.” 


The Death of the Bargain 


Hunt 
(CONTINUED FROM PAGE 32) 


individuality into it. When the ladies 
come to the store in response, see to it 
that each one of them gets the proper 
attention and service. Make them feel 
that they are doing you a favor by 
coming in. 

Do you see how subtle psychology 
enters into it? Keep on harping on 
“bargain hunters” as if that class 
were something to be scorned. After 
a time the women will agree with you 
that bargain hunting is a bad practice. 

Try it and see how it works. You 
may be most pleasantly surprised to 
know how easy it is to change the 
habits of the public. 


Discontinue “Quality” 
Store 


BALTIMORE, Mp. (UTPS)—The Qual- 
ity Shoe Store, 3309 Eastern Avenue, 
operated by Cohen Bros., has been dis- 
continued. The store featured a num- 
ber of well known and nationally ad- 
vertised brands of shoes. It also car- 
ried a complete line of hosiery in its 
hosiery section maintained in conjunc- 
tion with the shoe department. 





A Correction 


In the full page advertisement of 
the Wolff-Tober Shoe Mfg. Com- 
pany, St. Louis, May 28, page 27, 
an error was made in not listing 
the widths and sizes on the boot 
advertised. These boots are in 
stock in B widths, sizes 3 to 8; 
and are made in all widths and 
sizes to order. 
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Patent Leather Renewer 



































In response to an ever increasing demand we are now offering a con- 
venient two ounce bottle of Repco Patent Leather Renewer for home use. 


Repco Patent Leather Renewer is used for repairing, refreshing and 
refinishing patent and enamel leathers, black celluloid covered wood 
heels, rubbers, etc. It is easy to apply and gives a bright, jet black finish. 


Packed with a brush in individual cartons, one dozen to a container. 


Recommend this renewer to your customers. 


For Sale by Shoe Findings Dealers 


United Shoe Machinery Corporation, Boston, Mass. 


San Francisco Branch: 859 Mission Street 
J. K. Krieg Company, 39 Warren Street, New York City 
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NEW GROVER 
In Stock Numbers 





No. 6805 


No. 6805. Black Kid. Cut-out quarter. 224 
Last. Turn sole. 13/8 covered wood heel. 
In Seock widths, AA-D..................: $3.50 


No. 6854T. Black Kid. Cut-out quarter. 224 
Last. Turn sole. 13/8 rubber topped heel. 
In stock widths, AA-E...... : $4.60 


No. 3604N. Same pattern as No. 6854T in 
Black Kid. 402 Last. Turn sole. 13/8 rubber 


topped heel. ; 
In Seock widths, AA-E.................. $5.10 





No. 6854T 


J. J. Grover’s Sons Co. 
Stoneham, Mass. 


Boston Office: 


534 Hotel Statler Bldg. Marbridge Bldg. 


1020 Loew's State 
Park Square 47 West 34th St. Bldg. 


June 11, 1927 


TENNIS BARGAINS 


of the Better Grade 
Perfect Goods—In-Stock 


White Oxford, Crepe Sole 
Women’s sizes to 24 pr. case. 


/7 
Boys’ 2%-6 (Regular) 

Men’s sizes to 24 pr. case. 
ANAL few Men’s 12/8—7/9—3/10— 


65c. 


Laced-to-Toe 
Brown or White 


24 pr. cases—regular size runs 
You save over 20% 


=< 


In-Stock—I mmediate Delivery 
Prices Net—F.0.B. Boston 
Let us know your requirements on underpriced merchandise. 


J. A. KEMLER 


“Underpriced” 


108 Lincoln St., Boston 








New York Office: Los Angeles Office: 








Newburgh, Indiana, 
May 31, 1927 


To Whom It May Concern: 


| wish to inform the trade that | no 
longer own any interest in the J. W. Fuquay 
Department Store which | owned and oper- 
ated here for many years. On January 24th, 
1927, | sold and transferred the stock of 
merchandise and business to Louis Chivian. 
The sale was for all cash. 


With my permission he is now operat- 
ing the business under the trade name of 
Fuquay Bargain House. On account of this 
use of my name | consider it proper to 
furnish you this information in order that 
there may be no misunderstanding regard- 
ing the present ownership and management 
of the business. 


Very truly yours, 


(Signed) J. W. FUQUAY. 
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Open Your Door 
to Bigger Profits with 
American Interlocking Shoe Store Chairs 


Beyond good values and smart merchandise, the modern shoe store 
must offer shopper attraction. For unattractive stores and obsolete 
seating equipment create an old-fashioned atmosphere. Shut out 
shoe store profits. Literally close your door to willing buyers. 


Equipped with American Interlocking Shoe Store Chairs, your 
store takes on a profit-building transformation. Radiates distinc- 
tion, progressiveness, good taste. And as a result, it becomes the 
preferred shopping place for particular people. “American” Chairs 
open your door to those profits which good values and smart mer- 
chandise alone cannot bring. 


32-Page Book and Service—Free 


Thousands of shoe stores from coast to coast have found the key 
to bigger business by letting our Shoe Store Service Department 
solve their seating problems. Without any obligation to buy, our 
engineers and draftsmen will be glad to lay out your store for 
maximum attractiveness and efficiency. Simply send us rough 
layout. Our interesting and helpful 32-page book, “New Styles 
in Shop Seating,” also sent free to owners and managers. 











aaa SSN 5 
tt AMERICAN SEATING COMPANY ' 
t 1016 Lytton Building, Chicago, Illinois ' 
; Gendenes: Send me, without obligation, your helpful 32-page_! 
tl “New Styles in Shop Seating.” ' 
Name } 

q 

Address } 
4 City iladieeataanadaanianas ‘ 
Address Personally to....... — 

Jj 








—-— — — — — _ = | SS SS SS 








Five Great Features 
Greater seating capacity —chairs in- 
terlock. 
Greater beauty of finish and design. 
Greater comfort for your customers. 
Greater veneer duneliliiey —cheaies are guar- 
anteed against breakage. 
economy in cost. 15 years of 
experience to serve and assist you. 


Artis Seating Company 


1016 Lytton Bldg. f WD Chicago, Illinois 
: ( New York: R. 601-119 W. 40th St. 
Philadelphia: R. 703-1211 Chestnut St. ae Se nederdel Os 


Branch Offices 
CD ep Doe. 
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POSITIONS WANTED 
LINES WANTED 
ALL OTHERS 


ALL DISPLAY SPACE 





4c per word. Minimum Charge 75c. 
4c per word. Minimum Charge 75c. 
7c per word. Minimum Charge $1.25 


Five dollars per inch. Allow 45 words to an inch 


Classified and Opportunities Department 
RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., on 
Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 
When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 


Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 























SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 











SALESMEN WANTED 


Real live-wire shoe salesmen with 
an established trade in the follow- 
ing States: Arkansas, Colorado, 
Georgia, Indiana, Iowa, Louisiana, 
Utah, Minnesota, Montana, North 
Dakota, Ohio, Texas. A complete 
line of women’s medium-priced 
real hot novelties all in stock. Ref- 
erences must accompany applica- 


tions. Liberal commission, and 
wonderful opportunity for right 
men. 


Address C-798, care Boot and Shoe 
Recorder, 207 — St., Boston, 
ass. 


Salesmen Wanted 


We have two excellent opportuni- 
ties for established salesmen, one 
in Ohio and one in Western Penn- 
sylvania. 


We make a popular-priced line of 
men’s and boys’ work shoes and 
have complete instock department. 
For quick action give full particu- 
lars and references in first letter. 


GOODWILL SHOE Co. 
Holliston, Mass. 








Wanted—Live Salesmen for Texas, Arkan- 
sas, Mississippi, Alabama, Georgia, Flor- 
ida, Tennessee, Kentucky, Indiana, IIl- 
inois, Missouri, Kansas, Nebraska, Iowa, 
Women’s Novelty Line. $2.85 to $3.50. 
Straight Five Percent Commission Basis. 


Scissors Marks Shoe Company 
1327 Washington Ave., 
St. Louis, Mo. 








Pacific Coast Salesmen 
Wanted 


to carry well known leather boudoir 
slipper as a side line. Address C-871, 
care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 








SALESMAN WANTED 


to sell a real snappy line of women’s 
low price novelties on commission. Reply 
in first letter giving references and terri- 
tory desired. We can offer a real prop- 
Osition to men who can produce. 


Aronson Bros. Shoe Co. 
213 Essex St., Boston, Mass. 














Salesman for Ohio and Michigan 


wanted by Chicago factory making 
a well-known line of women’s fine 
McKays. Good opportunity for a 
reliable man. Write experience. 
Address .C-873, care Boot and Shoe 
Recorder, 189 W. Madison S&t., 
Chicago. ; 











W ANTED—Salesmen who have a well estab- 
lished territory to carry two samples as a 
side-line. Samples represent four standard ser- 
vice dress six-inch Blucher shoes. The best 
shoe in America for policemen, mail carriers, 
firemen, motormen, conductors, mechanics, en- 
gineers, linemen, drivers, brakemen, _ steel- 
workers and sportsmen. Selling price $3.85. 
These shoes will be made by a most highly 
specialized manufacturing process. Making only 
one style shoe. A quality shoe with many ex- 
clusive construction features. Easy to sell and 
will build up a repeat business. If you have 
a well established territory and these shoes do 
not conflict with your regular line, this will 
be your oopervaaly to double your IT, 
Write to SEBECK SHOE COMPANY, 
Danville, Illinois. 





WANTED: Salesmen with established trade 
to represent us in Louisiana, Georgia, Ala- 
bama, (lowa and Nebraska), Michigan an 
Pennsylvania. Line consists of fast selling 
women’s novelty McKays priced at $3.50 to 
$4.85. Liberal commissions and wonderful 
proposition for men of proven ability. Refer- 
ences must accompany application, otherwise 
will not be considered. SHU-STILES, INC., 
1330 Washington Ave., St. Louis, Mo. 





IGH calibred salesmen wanted to handle a 

new line of real value men’s dress welts 
retailing for $4.00, $5.00 and $6.00. This line 
handled in conjunction with a well known line 
of work shoes, and an excellent line of men’s 
and women’s boots. Both lines are short and 
are money makers for salesmen and retailers. 
We want only high powered men capable of 
making real money. Give complete information 
with your application, references, etc. Pacific 
Coast E other terri open. 
Address C-851, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


SALESMEN wanted for Michigan, Indiana, 
Illinois, North and South Dakota to carry, 
on strictly commission basis, a complete line 
of infants’ and children’s shoes from soft soles 
to misses in turns and welts. Must live near 
enough to cover territory closely. State full 
rticulars in first letter. No drawing account, 
ut prompt settlements each week. : 
FREELAND, Inc., Rochester, N. Y. 





WE want experienced wholesale shoe sales- 
men with records, to represent us in several 
available territories for one of the strongest 
lines of men’s shoes in the United States. 
Compensate according to record. Quick action 
necessary. Real opportunity for the right man. 
Only men with records need apply. Address 
C-877, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 





SALESMAN wanted to carry a specialty job- 
bing line for the central part of Pennsyl- 
vania and the Anthracite Coal Regions, pre-« 
ferring one living in that section, giving 
references. Address C-875, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





L IVE wire salesmen to sell a live wire slipper, 
line-felt, leather and satin. soft and hard 
soles, for men, women and children. In stock, 
Large variety of snappy styles. Priced right. 
Our samples will produce orders. Moneymaker 
for the right men. Include references, terri- 
tory and other connections in first letter. 
Address C-874, care Boot and Shoe Recorder, 
239 W. 39th St., New York, N. Y. 





ALESMEN WANTED—for Ohio, Indiana, 
Illinois. Missouri, Michigan, Kansas, Ar- 
kansas, Oklahoma. Line of infants’, children’s 
and misses’ turn shoes and sandals. 7% com- 
mission. THE REHR SHOE CO., Orwigs- 
burg, Pa. 


E want a high grade shoe salesman for 

eastern Pennsylvania to follow one of our 
best men who is going into business for himself. 
Strong line of men’s shoes — well established 
business. Only experienced wholesale shoe 
salesman with record considered. No others 
need apply. Quick action necessary. ED- 
MONDS SHOE COMPANY, Milwaukee, Wis- 
consin. 





SALESMAN for Missouri and Kansas. Travel 
by auto. Welts, stitchdowns, McKays, leg- 
ings. Commission basis. HAGERSTOWN 
HOE & LEGGING CO., Hagerstown, Md. 





ALESMAN wanted for Pacific coast and 

middle west to carry manufacturers’ line of 
rhinestone, cut steel and metal buckles. Excel- 
lent side line for shoe or findings salesman. 
Write territory, experience and references to 
C-867, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 





SALESMAN for an old established manufac- 
turer: complete line of felt, leather and satin 
slippers on commission basis. To be carried as 
straight or side line. Sell retail and volume 
buyers. Following territories open: Pennsylvania, 
New York, New Jersey and New England 
States. Unusual opportunity. Give full par- 
ticulars in first letter. Address C-869, care 
Boot and Shoe Recorder, 207 South St., Boston, 
ass. 








FOR LEASE 


EOPOLD ADLER Department Store, Sa- 

vannah, Ga. Largest store in city of hundred 
thousand population. Ladies’ and _ children’s 
department on main floor and balcony, low 
priced shoe department in basement and will 
install men’s shoe department in separate men’s 
store on main floor. These departments can be 
leased by one concern or individually. Com 
municate to Savannah, Ga. 








EN’S Shoe Department. Leopold Adler De- 

partment Store, Savannah, Ga. will install 
a men’s shoe department in their newly enlarged 
men’s store en street floor which will be ready 
this October. This department is for lease. 
Communicate to Savannah, Ga. 
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POSITION WANTED 
3° 
POSITION WANTED — office manager with 
shoe manufacturing concern. 10 years’ ex- 
perience, production, cost, advertising. Age 
35, Married. Address C-842, care Boot an 
Shoe Recorder, 207 South St., Boston, Mass. 








Buyer or Store Manager 


Thorough shoe man desires a change. 
Age 31; married; with family. Experi- 
enced Designer and Stylist, twelve years 
shoe experience, seven as Buyer, Manager. 

Give full details in first letter. 
Address C-S58, care Boot and 
Shoe Recorder, 207 South St., 
Boston, Mass. 








SHOE BUYER of unusual ability, 10 years 
buying experience in men’s, women’s and 
children’s shoes. Connected with some of the 
largest department stores and high grade shoe 
stores in New York and West. Open for a 
big proposition. Age 39, married. Address 
€-872, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 





SUCCESSFUL manager and buyer for fif- 

teen years, now employed, wants to make 
change. Have managed and bought for depart- 
ments and exclusive stores of ladies’, misses’, 
children’s, men’s and boys’ footwear of ali 
grades. Can merchandise stocks to get turn- 
overs and make net profits. Good executors 
and advertisers. Know all shoe markets as to 
quality and grade shoes they produce. Refer- 
ences furnished from all past employers. Eight 
years with one firm. Address C-868, care Boot 
and Shoe Recorder, 207 South St., Boston, 

ass. 








LINE WANTED 





ANTED: Line of men’s, women’s or chil- 

dren’s shoes for Ohio. Four years’ of 

retail shoe selling experience and at present 

r of shoe store. Had road experience in 

men’s clothing line. Cleveland resident. Ad- 

dress C-865, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





ANTED for popular priced line of men’s 
or women’s shoes for territory in central 
states. Line priced so as to appeal to volume 
and retail buyers. Address C-876, care Boot 
sed Shoe Recorder, 207 South St., Boston, 
ass. 








FOR SALE 





FOR SALE—Shoe store in manufacturing 
town in Indiana. Clean stock, extra gvod 
lease, invoice $5000.00. A _ real opportunity. 
Address C-870, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 








TO LEASE 





Wit L lease out shoe department in men’s 
clothing store, or will consider co-operative 
arrangement with reputable operator. Address 
HAROLD B. BLACH, 316 West Market St., 
Louisville, Kentucky. 








WANTED TO PURCHASE 





WANTED—We want Burns’ Universal San- 
dals—any colors—any sizes 2 to 8. Send 
list of colors, materials, sizes, width, price and 
condition. Will pay cash upon examination in 
our store. DALEY’S, Port Arthur, Texas. 








Sell Us Your Left Over 


New Yors Export Purcnasine Corp. 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 














WANTED TO PURCHASE 





STORE SUPPLIES 











CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity 
Prompt attention given. 


KIRSCH-BLACHER CO., Ine. 
622-624 Broadway, New York, N. ¥ 











Phone Spring 1443 








HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy your 
surplus or siow sellers. Quantities no object 
Retail or wholesale. Short term leases taken 
off your hands. Wire or phone us. Corre« 
pond confidential. Established 1890 


MAX GLAUBERG 
436 Grand Street, New York City 
We also purchase clothing. hats, furnishing 











goods, etc. Dry Dock 9852 











MERCHANT NEEDS 








ADVERTISING NOVELTIES 
and SPECIALTIES 


COMPLETE LINE. WE HAVE IT. WE 
pA R34 IT. WE WILL MAKE IT 


W. E. FOLLIS ADVERTISING SERVICE 
159 N. STATE STREET CHICAGO 

















EMPLOYMENT SERVICE 








A thoroughly organized service, highly 
specialized office, established to assist the 
empleyer to find the trained office, sales or 
factory executive. Alse to help qualified 
men and women locate the particular pesi- 
tion they — 
Oonfidential employers without charge! 
PETERS EMPLOYMENT SERVICE 
31 State St., Boston, Mass. 

Congress 2870 

















MERCHANT NEEDS 








This colonial ornament with satin or 
patent bow makes a new pattern out of 
operas or step ins. 


Sold by leading New York Supply 
Houses. 


Superior Shoe Ornament Co. 
394 Ralph Ave., Brooklyn, N. Y. 








price tickets 
TILTS AT ANY ANGLE 


Small, Neat, Everlasting with many 
advantages over common pin. Slips op 
and off shoe easily. Now used by bigh 
rade shoe stores. Half gross $2.76 
J $5.00. Check with trial order 
Refund if unsatisfactory. 


M. D. POLLINGER CO. 
4148 Victoria Bide. St. Louis, Mo 























101 YEARS OF MANUFACTURING EXPERIENCE 








H-W reed and fibre furniture offers 
many possibilities for fine shoe store 
seating. The above chair, in a beau- 
tiful finish and upholstery, will 
help to create an attractive, ap- 
pealing atmosphere in your store. 
Write for information and prices. 
















Baltimore, Md.; Boston, Mass.; Buffalo, 
N. Y.; Chicago, IIl.; Kansas City, Mo.; 
Los Angeles, Calif.; New York, N.Y.; 
Philadelphia,Pa.; St.Louis,Mo.; Port- 
ind, Oregon; San Francisco, Calif 









estaBiisnto 1890 


LABELS 


and 


SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


me 
FRANK C. MEYER Cow 
SO SCOIT wr wey Se oe oe 
23-271 LEXINGTON AVE , BRODKLYN. N¥ 
AMERICA’S GREATEST 
SHOE CARTON @& LABEL MICS 
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Our AIRPLANE BOW will carry 


you through to new profits! 


No event has held the attention of the 
world as Captain Lindbergh’s trip 
across the Atlantic 


creation is designed to allow you to tie 
up with and profit by this publicity. 


The beaded AIRPLANE BOW 
illustrated in jet and steel beads is 
priced at $12.00 a dozen pair. 


No. 19241 Other airplane effects in leather bows 
and rhinestone ornaments are shown in 
an illustrated folder which will be 
mailed to you upon request. 


DALRYMPLE DUDLEY CoO. | 


Haverhill, Mass. 
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Pr iis — Youn a 
| KITTEN jew Yor - ¥. 
= | SEGALLE § SONS | 
Check || Here | | 
983 ARCH ST. MERCHANT NEEDS 









Check the One You Want PHILADELPHIA, PA. 


ONKEN Our new 
catalogs 








emmy  Milbradt 


I, SEND FOR CATALOG, cies 
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ant. vee », your to suit any shelving 
t le ee 
Ry The advertising pages of endiien. 
once to— the Boot and Shoe Recorder Get our price before 
The Gint Onken Co. constitute an almost inexhaus- placing your order 
611 West 4th St., Cincinnati, 0. tible source of information as Milbradt 
4 a SRE alae A to where and what to buy. Manufacturing Co 
D 0 anufacturing Co. 
~ One of the Two Best Lines Made They are worthy of your clos- 2416 No. 10th Street 
Cl NCINNAT I, O. est attention. ST. LOUIS, MO. 
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JACOB MONCH 
Of Offenbach-a-Main 


are prepared to appoint a firm of substance and repute as representative for 
the sale in the United States of the new 


“TUCK -TITE” 


LOCK & FASTENER 
W orld’s Patent Reg. No. 710551 


for which they possess the sole manufacturing rights, and which is 4 neat model 
being featured in all the latest novelties by leading British manufac- — 
turers of all kinds of Leather Goods and Men’s Shoes 


LADIES’ AND MEN’S 


FOOTWEAR 








The “TUCK - TITE” ~ The World’s The well-known firm 
Lock and Fastener is / Latest and Sf JO Senbachs Main 
suitable for every arti- i ee Greatest Manufacturing Special- 
cle = i te be SK Utility =, of —. for 

ned P adies’ and ags, 
rd rigidly oa, by Novelty Locks and Fittings =] 
the pressure of one Y the Leather Goods 
finger. pe ne 
b an mokers’ equi- 
a) to A 4 - > sites, desire to estab- 
an = oe ae wi r| lish communication 
ol wi Pat Cc’ _ 1 with a leading firm for 
manted with white and as ee 
colored stones. Showing “Tuck-tite”’ ll oo 
Fastener fitted to a 

Ladies’ Shoe. 
































Just Completed, and the Outstanding 


Honest Boudoirs . 
Success of the City 


Every Greeley Boudoir is a_ sensible 


everyday slipper, honestly made and 
sold. Carried in stock for immediate B | | 
ve an: made in ac or color 
de fy a The Belvedere Hote 


heels. Ask your jobber for 
Greeleys—and write us if 


ee ee ae 48th Street, West of Broadway 
STOCK Deliveries At Once Times Square’s Finest Hotel 


36 Pair Cases 







Within convenient walking distance to impor- 


A. W. GREELEY tant business centers and theatres. Ideal transit 











facilities 
12 Duncan Street - - - Haverhill, Mass. 
7 %y 450 Rooms 450 Baths 
as ot 
Every Room an Outside Room—with Two Large 
Windows 
NO, WILI IAM! Large Single Rooms Size 11’ 6” x 20’ with bath, 
$4.00 per day 
SADDENING AGENTS are not those eggs who pull door bells ki 
out by the roots and thus ruin the good wife’s entire day. For Two, $5.00—Twin Beds, $6.00 
In the Shoe and Leather Lexicon SADDENING AGENTS are . 
defined: “‘Addition of substances during dyeing to produce duller Large Double Rooms, Twin Beds, Bath, 
shades.” $6.00 per day 
Just one of the hundreds of bits of information in this Special Weekly Rates 
valuable book which a smart salesman can casually slip to the . , , . 
customer—increasing the latter’s confidence in his ability to Furnished or Unfurnished Suites with serving 
sell the right shoes. pantries, $95 to $150 per Month 
js — a bees Moderately Priced Restaurant featuring a peerless cuisine 
(Cash with orders, please) Illustrated booklet free on request 
Boot and Shoe Recorder Publishing Company CURTIS A. HALE, Managing Director 


207 South Street, Boston 
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The Boot and Shoe Recorder 


Serves in 


Getting More Shoes Sold Right; not only “more” but “right”; sold 

for the right purpose, to the right wearer, in the right fitting, for the 

right price, at the right profit. This is the great problem of the retail 

shoe merchants. The chief purpose of THe Boot anv SHoe REecorper 

is to help solve it; for this is the basic problem upon which depends 

the progress of the entire allied industries relating to shoes and leather, 
their production and distribution. 


In this Issue— 


A CRUSADER FOR PROFIT......... The Proper Mark-Up ......... 19 
A Better Profit at Retail a ‘Ne- 
cessity. 
THE CURSE OF THE SHOE TRADE.. By Anthony H. Geuting ....... 20 
And How to Remove It. 
THE VOICE OF THE RECORDER...... Opinions of the Editor......... 22 
FOOTWEAR DISPLAY .......-.ccee- PR SctiiedaGs.setsncccecees 24 
In the Modern Manner. 
Yount ENOwWs Hie «6 <s.cciccc. A New Juvenile Classification.. 26 
But Call Them Juniors Instead of 
Little Gents. 
From BoILep Cop TO SELLING SHOES. The Boston Show ............. 27 
Mr. STOREMAN PAYS A VISIT TO 
8 | ee nee By Dr. C. F. Schmidtmann..... 28 
WHEN Biccer Feet Are Fittep.... By Harry R. Terhune ......... 29 
Wuat Is SELLING AT RETAIL....... By Recorder Staff .........0. 30 
New and Quick Selling Numbers 
From the Retail Circuit. 
THE DEATH OF THE BARGAIN HUNT. By R. L. Prather ............. 32 
WHo’s WHO ON THE ROAD......... News of the Travelers......... 57 
SHOE MERCHANTS NEWS ......... - Among the Retailers .......... 63 
SHcE MARKET NEWS Tod is Among the Manufacturers..... 69 


OTHER REGULAR FEATURES. 





GETTING MORE 
SHOES SOLD RIGHT 





THE BOOT AND SHOE RECORDER PUBLISHING Co. 
207 SouTH STREET, BOSTON, MASS. 
EVERIT B. TERHUNE, President 


LLI M. LEBRECHT GEORGE W. R. HILL 
as at her Vice-President 
H. WALTER SCOTT B. C. BOWEN 
Vice-Pre Vice-President 


ARTHUR D. ANDERSON 
Secretary 
Directors of the corporation, in addition to 
the above-named officers, are as follows: 


A. C. PEARSON CH 


ARLES H. FURBER HucH M. Bowszn 
Owzn A. THOMAS R. D. NorTHROP 


P. M. FAHRENDORF 








SUBSCRIPTION RATES 
The subscription price of the Boor anp SHog Recorper is $3.00 for one year in advance, which 


udes ta in the United States, its possessions, Canada, Mexico, Spain and its colonies 
_ Oeed Beuth America (excepting Venezuela and the Guianas, which is $6.00). 


FOREIGN SUBSCRIPTION—The price to all foreign countries except the above is $6.00 per 
year including postage. 
All subscriptions are payable in advance. Single copies 25 cents. 


Whe iti ae chan; of address, please give us the old as well as the new address, 
agog 7 d please See us three weeks’ notice before the change is desired. 





t reach us at least thirty days before , +. date of issue 
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Next Week 


you will find 


in the 


Boot and Shoe 
Recorder 





HY Smart Merchants Keep 

Smart Shoe Stores—If the 
adornment of a store is the friends 
who frequent it, then why expect a 
place designed “in early Grover 
Cleveland” to compete with the shops 
and parlors of modern ’27? If the 
public’s eye is fed on beautiful movie 
palaces at 25 cents per hour, and 
every place else is toned up accord- 
ingly, then it’s high time shoe stores 
stepped up to the price and beauty 
of the footwear they handle. The 
smart shoe store says outwardly 
“Price shaving, bargain browsing, 
and slick tricks are not countenanced 
here.” An essential upgrading of 
shoe stores is needed, and we will 
tell why and HOW. 


P. I. gives the trade more of 
@the little pithy articles de- 
scribing tried, true and_ tested 
methods of doing this, that and the 
other thing. Each paragraph is 
worth real money to the alert shoe 
merchant who is ever on the qui vive 
for fresh ideas with which to pep 
up his business. 
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T will be easier for both the mer- 

chant and the shoe manufacturer 
to get the necessary advances for their 
merchandise if their products have 
been wisely made of Elko. 
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